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'ressed Steel Tank Company @ 
fakes Them! i 


‘OU Prefer Them! 






mall 5-lb. cylinders or 420-lb. giants! 
‘ake your choice! Pressed Steel Tank 
ompany makes them all—a complete line 
ngineered to your requirements. 

Each one embodying all the cost-saving 
»atures which have made Hackney cylinders 
1e most popular in the industry—light- 
reight, rugged, enduring strength, smart, 
ttractive appearance and a host of superior 
onstruction features! 

Each one backed by almost 50 years’ 
xperience with all types of metals and gases! 

Each one backed by exhaustive testing in 
ae laboratory and the field! 

No wonder you LP-Gas dealers and dis- 
cibutors yd Hackney Cylinders! You've 
rroved that fact by the millions you’ve 
ought in the past years. You’ve proved it 
gain and again in completely impartial, 
ationwide, independent surveys. The most 
ecent showed you preferred Hackney Cylin- 
ers more than 3 to 1 over the next most 
opular cylinder—more than 2 to 1 over all 
ther cylinders combined! 
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WRITE FOR FULL DETAILS ON 
HACKNEY LP-GAS CYLINDERS 


*Model PC-20—this 20 Ib. capacity cylinder 
is employed for trailers, cottages, temporary 
installations, special applications, demon- 
strations, etc. 12” 1.D. x 14” high (excluding 
height of collar). 

**Model PC-200A—Permanent 
collar; 22” in dia. and 45” high 
including collar, Can be charged 
with 200 Ibs. Propane or 239 Ibs, 
Butane. 
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Anco-Pacific 114 WG 
Pig" 

A. R. Wood Brooders 

Bulk Plant Equipment 

Minneapolis- 
Honeywell Controls 

Boss Couplings 

Rolagrip Couplings 

Cylinders 

Brass Pipe Fittings 

Imperial Flared 
Fittings 

Kidde Fire 
Extinguishers 


LPCG Brass Fitting 
Stock Bins and 
Cabinets 


Deep Fat Fryers 
Space Heaters 


Carries in Stock 
FOR IMMEDIATE DELIVERY 


Stock Tank Heaters 

Liquid Transfer Pump 
Units 

Floor Furnaces 

Aeroquip Hose & 
Assemblies 

Motor Controls 

Hewitt Propane Hose 

Hot Plates 

Housings 

Rockwell-Emco ‘’00” 
Meters 

Pittsburgh Print-O- 
Meters 


Moisture Traps and 
Adaptors 


Paint 
Paint Spray Equipment 


Pigtails 

Corken Pumps 

Krug Hand Pumps 

Edson Hand Pumps 

Package Bottle Filler 
Unit Pump 

Tractor Filling Pump 

Viking Truck Pump 

Vapor Pumps 

Fisher Regulators 

Safti-Flame Equipment 

Fairbanks-Morse 
Portable Platform 
Scales & Precision 
Indicator 

Rectorseal #2 Sealing 
Compound 

Copper Tubing 


AND MANY OTHER ITEMS 
BUY FROM ANCO ANY OF 3 CONVENIENT WAYS © 


Anco’s 
service and lower prices. 


3 ways to order—any one of the plans below can 


warehouse distribution plan gives you 


answer your particular problem. 


1. BUY FROM ANCO SALESMAN—Contact the nearest 


faster 


Supply Stores 
and 
Warehouses 


Anco Sales Office. Our representatives know the current 
“best buys’ and fast-moving items—they will gladly offer 
assistance on your sales and merchandising problems. Street 
2. ORDER BY MAIL OR PHONE—Mail orders receive - 
prompt attention . . . in most cases, orders are shipped East St. Louis, 
the same day received. Where we can save you freight Mi F 
costs, vour orders are relayed for delivery from the issouri 
ANCO warehouse nearest your plant. 

3. VISIT YOUR NEAREST ANCO STORE—/if you are 
located near one of the ANCO offices or warehouse 
points, it may be possible to pick up the supplies you 
need without delay or extra shipping costs. Our system 
of Service Stores is being expanded to give you a one- 
stop source of supply close at hand. 


ANCO 


MANUFACTURING & 
SUPPLY CO. 


308 South Front 


2602 
Ed Creighton 
Blvd. 
Omaha, 
Nekraska 








217 East Archer ° Tulsa, Okiahoma 


Branch Offices: 
Minneapolis, Minnesota 
Chicago, Illinois Omaha, Nebraska 
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Gentlemen: 


Please advise us as to the advis- 
ability of using a sand blasting ma- 
chine to clean LP-Gas tanks under 
pressure. 

E.R.M. 
Louisiana 


It is all right to do this but the tank 
should be grounded to protect against any 
static electricity. Also, be sure that there are 
no leaks at the time of the operation and do 
not remove more of the coating on the tank 
than is absolutely necessary. In other words, 
take off no metal. 

As far as painting goes, the paint will ad- 
here better if the tanks are rusty. That, 
however, is not true of the scale.—Ed. 


® 
Gentlemen: 


We want to know if it is possible 
for gauges in propane storage tanks 
to magnetize and not register the 
correct amount. We have heard of a 
tank that has had‘two or three dif- 
ferent gauges in it and they all get 
to where they will only register up 
to 15 or 20 lbs., and no more. 

What do you think would cause 
this? Surely out of the three gauges, 
one of them would register properly, 
and not all three be defective. 

E:B. 
New Mexico 


We do not believe that the trouble with 
the gauge you describe is caused by magne- 
tism. If it is, grounding the tank should 
eliminate the trouble. However, we believe 
your difficulty may be due to the pointer on 
the gauge becoming loose, the operating 
mechanism getting out of adjustment, or other 
similar cause. 

Also, a gauge may be injured in handling, 
particularly if it is threaded into the tank 
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connection by grasping the gauge and turning 
it by hand. A wrench applied to the boss or 
the threaded connection igs the only way that 
a gauge should be connected to the receiving 
fitting.—Ed. 


Gentlemen: 


In going over the September, 1950, 
issue of BUTANE-PROPANE News, I 
have noticed a letter on page 36, in 
the “Letters” department, identified 
by the initials “C.W.S.” 

In your editors’ reply to this letter, 
if they had stopped with the first sen- 
tence I would agree with them. How- 
ever, I cannot agree with their ex- 
planation as to just what occurs when 
a propane cylinder is filled without 
first evacuating it or purging it to 
remove the contained air. They ex- 
plain that the air. and propane, after 
being mixed in the cylinders, then 
become unmixed in the lines leading 
to the appliances. This just does not 
jibe with what I have learned about 
mixtures of liquefied petroleum gas 
and air. 

As I understand it, when two gases, 
such as air and propane, are mixed 
to form a homogeneous mixture, in a 
given space or container, they don’t 
become separated or unmixed of their 
own accord. The reason for this is 
explained by the kinetic theory of 
gases which tells us that all gas mole- 
cules are in very rapid, random mo- 
tion, and even though the propane 





¢ BUTPANE-PROPANE News welcomes letters 
from our readers, bat it inust be understood 
that this magazine does not necessarily con- 
cur in opinions expressed by them.—Editor. 
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than those of oxygen and nitrogen 
which make up air, they still move 
very fast. The gravity, or density, of 
the propane has nothing to do with 
the gases staying mixed. 

To separate air and propane, after 
they are homogeneously mixed in the 
gas phase, one has to liquefy the pro- 
pane to remove it from the air con- 
stituents, or else absorb it out by 
some selective medium. There are, of 
course, some other fancy methods and 
rather complex methods of separation, 
such as gaseous diffusion, which you 
will recall was widely mentioned in 
connection with the Manhattan Proj- 
ect. I believe you can rest assured 
that no one is going to find propane 
vapor and air separating of their own 
accord after they have been homo- 
geneously mixed in a room, a pipe, a 
cylinder, or under any other similar 
conditions. 

The actual answer to “C.W.S.’s” in- 
quiry is quite simple. When a new 
cylinder is filled with propane with- 
out first evacuating the air or purg- 
ing it out, then a certain amount of 
air jis, of course, entrapped at the top 
of the cylinder above the liquid. The 
first gas drawn from the cylinder, 
therefore, will, of course, be diluted 
with air, creating a lean mixture, 
which may momentarily fail to burn 
at the burner or pilot, because they 
have been previously adjusted to burn 
straight propane, premixed only with 
the primary and secondary air neces- 
sary for combustion, based on heating 
value of approximately 2500 Btu of 
propane. If this propane has been 
previously mixed with air in the lines 
then, of course, this mixture, having 
a lower heating value, will entrain the 
same amount of primary air, unless 
the setting of the air shutter is 
changed to compensate for it. The 
resultant gas at the burner port will 
be so lean as to either not light at all 
or, if so, with some difficulty. 

If cylinders are filled without evac- 
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uating them, or purging them to re- 
move the air, then this air-gas mix- 
ture can be readily removed before 
connecting up the cylinder, by merely 
blowing off a cubic foot or so, thereby 
insuring that the gas from this time 
on will be virtually 100% propane. 

I am heartily in favor of purging 
or evacuating cylinders before filling 
and we make a practice of doing this 
ourselves to avoid the trouble which 
was described by “C.W.S.” 

I am offering the above in a spirit 
of constructive criticism, because I 
know that you and your editors are 
sticklers for accuracy. : 

A Subscriber. 

New York. 


Have our readers any opinions ?—Ed. 
e 


Gentlemen: 


Will you please send us as much 
information as possible on_ space 
heating and furnace heating with 
propane gas? What, if any, advan- 
tage will propane gas at 13-14c a 
pound have over oil at 36c a gallon 
and hard coal at $25-$26 a ton? 

We are propane gas dealers anx- 
ious to promote the sale of propane 
gas and gas equipment, especially in 
the heating field. 

DS. 
Ontario, Canada 


The prices of propane, oil, and coal which 
you have included in your letter don’t deal 
kindly with propane. 

Propane has a heating value of 21,690 
Btu/Ib. 

Fuel oils (stove oils & light diesel) have a 
heating value of about 135,000 Btu/gal. 

Coal (depending upon quality, ranges from 
9000 to 13,500 Btu/Ib. on a received basis) 
assume 12,009 Btu/Ib. 

From the above prices and heating values, 
Table I, has been compiled. 

From the table, and on a basis of heat units 
delivered, with no consideration for efficiency, 
cleanliness, labor-saving, etc., propane would 
have to sell for $.058 per lb. to compete with 
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Fuel & Price 


TABLE I 


Equivalent Price of Compared Fuel 











Propane/Ib. Oil/gal. Coal/ton 
Propane at 13c per lb. 13 .809 143.70 
Oil at 36c per gal. -058 36 64.00 
Coal at $25 per 2000% ton 0226 14 25.00 











oil and at $.0226 per lb. to compete with coal, 
or in other words, coal could sell for $143.70 
per ton and compete with propane and at 
$64.00 per ton and compete with oil. 

However, it is not so simple for those other 
fuels and propane could probably be sold for 
$.075 or $.08 per lb. against $.36 per gal. oil 
and for .04 or even .05 cents per lb. against 
coal. Following are a few of the sales argu- 
ments which favor propane. 

1) Better efficiency—perhaps 10% over oil 
and 20 to 40% over coal. 

2) Easily controlled—rooms maintained at 
plus or minus 2°F with relatively inexpensive 
control thermostats, including time clock for 
automatic starting. 

3) Clean—no oily smell or film—no ashes 
and dust. 

4) Ash handling problem eliminated. 

5) No lost space for oil furnace or coal 
furnace—floor or wall type floor furnace for 
gas heating. 

(6) Elimination of coal bin and dirt from 
it. 
7) Less fire hazard. 

8) Quick response to temperature change 
or setting.—Ed. 


6 
Gentlemen: 


Your opinion on the following would 
be appreciated. A company operating 
as LP-Gas distributors in this coun- 
try has an agreement to pay a roy- 
alty on butane sold. 

Up to the present time only bu- 
tane with up to approximately 10 to 
15% propane has been sold, upon 
which royalty has been paid to the 
full extent. In the future there is a 
possibility that gas available from re- 
fineries will be a butane-propane mix- 
ture, probably 50/50, with a 10% va- 
riation on eithgr side. 

In the U.S. is there a definition of 
commercial propane, commercial bu- 
tane and commercial butane-propane 
mixtures ? 
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In your opinion would the company 
be liable to continue paying royalty 
on the percentage butane content of 
a butane-propane mixture? 

Pb 
London, England 


Our Handbook Butane-Propane Gases deals 
with the subject of specifications for butane 
and propane. If you have a copy of our third 
edition, turn to p. 71 under the heading of 
“Specifications for Commercial Grades and 
Related Test Procedures,” to find specific 
references. 

Then, on p. 72, Table 9, you will find defi- 
nitions of these specifications. Here it is 
shown that “commercial butane’ specifies 
that “The vapor pressure at 105°F as deter- 
mined by the liquefied petroleum gas vapor 
pressure method shall not be in excess of 175 
pounds per square inch gauge pressure.” This 
vapor pressure specifically limits commercial 
butane to a maximum of about 22% propane 
and 78% normal butane. Under this pressure 
limitation any isobutane, because of its high 
vapor pressure, would decrease the allowable 
percentage of propane. 

We can hardly express an opinion on the 
legal liability of the contract you refer to. 
It probably would be best if you would con- 
sult an attorney.—Ed. 


@ 
Gentlemen: 

I have four 100,000 Btu unit heat- 
ers now operating on natural gas, but 
this winter must be changed over to 
propane—this change to be often for 
just a few hours but again for a few 
days. 

Are there controls on the market to 
make this changeover without chang- 
ing the orifice with each change of 
gas? 

J.T. 
Minnesota 


This could be accomplished by installing a 
small gas-air mixing machine.—Ed. 
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FIVE YEARS AGO... 


We Knew This Was Com 
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IN NOVEMBER, 1945, a new organization began planning for an dit 

anniversary yet five years in the future. 

It was the belief of this group that an organization founded on t 
° ° 1¢ 

complete service to the industry would prosper and grow. . . That : 








men young in spirit — mature in experience —could over a span m 

of five years establish a reputation for leadership by fusing the gaps we 

between research, practical engineering and market requirements. re; 

Out of this effort came such developments as the PRO BALL Sys- me 

tem... the FEATHERWEIGHT Cylinder . . . the TOPPER System the 

. . and all the other UPG products and services which have since | we 

become standards in the industry. mc 

Yes, much of our goal has been realized. And you—our customers— pr. 

have been greatly responsible. Your encouragement and cooperation evi 

ty was our “go-ahead.” : 
Our appreciation is reflected in our pledge of continued complete hu 

service to the industry. reg 

, ona the 

= LIQUEFIED PETROLEUM GAS <3 dis 
ENGINEERING CONSULTANTS AND SUPPLIERS. tes inf 

/ sur 

UNITED PETROLEUM GAS COMPANY i= 
: P P er 

806 Andrus Building + Minneapolis 2, Minn. lee 

; 
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“pap cieene’ petroleum gas dealers 
in Colorado hit pay dirt when they 
trumped up an ingenious plan for ad- 
vancing the industry’s interests in 
connection with the recent Colorado 
state fair. 

Space was acquired for a mammoth 
exhibit of LP-Gas appliances and 
equipment which was viewed by thou- 
sands of visitors to the fair. It 
brought widespread publicity to the 
industry through acquainting farmers 
and others with the merits of butane 
and propane as all-purpose fuels for 
domestic applications and numerous 
other uses on the farm. 

There is nothing particularly new 
in this program itself but the method 
of planning for the occasion and the 
wholehearted cooperation of the deal- 
ers is noteworthy. The fair committee 
did a masterful job of build-up. 

First, individual dealers in all sec- 
tions of the state publicized the event 
in their local territories for three 
weeks in advance. This included the 
registration in their own offices of 
men and women who planned to go to 
the: fair and who, by such registra- 
tion, became eligible to win one or 
more of the numerous appliance 
prizes to be given away during the 
event. 

This brought into the dealer offices 
hundreds of families who were not al- 
ready on their prospect lists. It gave 
these farmers an opportunity to see 
display rooms and talk about LP-Gas 
informally without being high-pres- 
sured into signing contracts. It estab- 
lished cordial relations between deal- 
er organizations and the public at 
large. 
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Then at the fair these same dealers 
met these same potential customers 
(and others) in another friendly at- 
mosphere. Is it any wonder that vol- 
untary purchases were made and tiat. 
acquaintance with the industry was 
enlarged? Besides, thousands of ad- 
ditional registrations were obtained at 
the fair. These were segregated by 
home addresses and the names turned 
over to the dealers in the respéctive 
territories. The 160-foot booth was 
manned by dealers, themselves. Draw- 
ings for appliances were held daily 
and state-wide radio broadcasts: were 
made from the booth. 

It is estimated that 100,000 indi- 
viduals visited the booth. There were 
11,053 registrations at the booth 
which provided names and addresses 
of interested parties. Pre-registrations 
totaled 8000; so all together, Colorado 
dealers have more than 19,000 new 
prospects to work upon—and recep- 
tive prospects, at that. 

Back of the success of the plan was 
the unselfish and fully cooperative 
spirit of the dealers. It showed them 
what could be done by united action. 
They erased much of the competitive 
feeling that usually exists among 
rivals in business. 

Many other state associations have 
asked for details and it is expected 
that a similar plan will be widely 
used next year. Meanwhile, the Texas 
Butane Dealers Assn. put on a sim- 
ilar exhibit at the Texas state fair 
and it was also a great success. 


The job of handling petroleum, gas, © 
solid fuels, and electric power during 
the current war emergency goes to 
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Oscar W. Chapman, Secretary of the 
Interior, it is announced. The Interior 
Department controlled the Petroleum 
Administration for War and the Solid 
Fuels Administration during World 
War II. 

e 


Charles Brannan, Secretary of Agri- 
culture, will handle priorities and al- 
locations of food, if any, farm equip- 
ment and commercial fertilizer dis- 
tribution. Farm equipment’ orders 
were handled by the War Production 
Board in the last war. 

e 


The Interstate Commerce Commis- 
sion will have authority over domestic 
transportation, storage and port facil- 
ities. 

e 

The United States will use more 
synthetic than natural rubber during 
the remainder of this year and 
through 1951, it is announced by the 
U.S. Rubber Co. The synthetic will 
account for about 54% of the coun- 
try’s total consumption during the 
last four months of this year. 

The government is buying large 
tonnages of natural rubber for stock 
pile and that is why synthetic de- 
mands have risen so much. 

° 


Our October issue (p. 121) carried 
reference to an ICC order covering 
computation of demurrage charges on 
freight cars. 

F. C. Creigh, of Deerfield Petro- 
leum, Inc., suggests that we tell our 
readers that this order does not in- 
clude tank cars so that there will be 
no misunderstanding regarding that 
fact. 


The state associations in Texas and 
Arkansas are sponsoring instruction 
courses for management! 

This sounds highly constructive. 
How can management instruct or 
check its employes if basic knowledge 
is lacking? 

But a manager needs to know more 
-—how to set up proper bookkeeping 
systems, install economical routing of 
trucks and deliveries, sell goods, se- 
lect personnel, and operate safely, to 
name a few. 

A business or its personnel can be 
no better than its management. Man- 
agement courses for owners and man- 
agers of LP-Gas firms surely is a 
progressive step toward industry 
betterment. 

8 


There are 2,500,000 trucks owned 
by American farmers and that, alone, 
will mean something in the event of 
any national emergency which re- 
quires the transportation of supplies 
and foodstuffs. 

If automotive vehicles continue to 
be converted to burn butane and pro- 
pane, it won’t be long until a large 
proportion of these trucks will have 
been changed over. 

ey 


Butane and propane have been 
used upon occasion as fuel in air- 
planes. L. L. Hughes, of Oklahoma 
City, recently flew his conventional 
145-hp. plane from Oklahoma City 
to Dallas, a distance of 188 miles, at 
a total fuel cost of 63 cents. He trav- 
els all over the country with this 


plane. 
By Ed. 
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By ED TITUS 


5 

HE weights and measures situation has shaped up to 

the point where a unified set of rules the industry can 
obey has been drawn up by an industry committee in co- 
operation with weights and measures officials representing 
various states. 

It is imperative that members of the industry cooperate 
in this program. Those who have worked on it have faced 
some tough obstacles in getting a program adopted that 
is reasonable and will not cause undue hardship. 

If cooperation is not forthcoming on this reasonable 
program, it is likely a tougher program, and one more 
irksome to the industry will be put forward by some of 
the extremists among the officials. 

The industry will have to police itself, to avoid being 


policed unfairly. 
& 


Some really common sense ideas about how to beat 
REA promotion methods at the farmer level were pre- 
sented at the North Eastern-South Eastern meeting of 
LPGA at. Atlantic City. 

G. M. Rohde, Jr., of: Hardwick Stove Co., Syracuse, N. 
Y., dramatically called attention to the way a lot of farm- 
ers would overload themselves with electric devices, if 
they really carried out the ideas of the government bu- 
reaucrats. One bureau points out there are 200 uses for 
electricity on the farm. 

But here’s the hitch: 

Making even a few unnecessary ‘uses of electricity will 
overload a farmer’s transformer, so it will raise the dick- 
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ens with things like the farmer’s milking machine. It 
also overloads local power lines, and if too many farmers 
pay attention to the propaganda for buying more electric 
appliances, it could help worsen a national power shortage. 

The above are sensible arguments you can employ with 
the farmer in getting him to use LP-Gas for purposes it’s 
best suited to, anyway. 

The LPGA and AGA saeaiiilin at Atlantic City re- 
vealed the true progress that has been made by all kinds 
= - in combatting distorted propaganda of a competing 

ue 

Not only was there the LPGA talk on the subject but 
big crowds were drawn also by the convincing gas vs. 
electric demonstrations of Harper-Wyman Co. and Caloric 
Stove at the GAMA exhibition. Both showed the far 
greater speed of gas in boiling by the speed of teakettles 
in starting to whistle—also slowness of an electric burner 
to stop giving out heat. = 

“That’s Grandma’s old coal stove,’”’ remarked one demon- 
strator, as he noted electricity would keep on cooking | 
longer than desired. T 

“Lucky the children didn’t get scalded,” said another, ) 
pointing out the danger of moving an overflowing con- 

. tainer off the burner of a competing range. 

“There ought to be a demonstration like this in every 
gas company where the customers pay their bills,” said 
still another. Maybe you can use this idea. 





The excess profits tax can be a highly unfair tax to 
small business. It is aimed at big business, and therefore 
is the darling of Washington social planners. The way it 
can work in practice is that big business won’t be hurt 
much, because the profits of big business may run along 





with comparative smoothness year after year. PE 

This tax, however, is a potential menace to LP-Gas 
operators who have had a swift rise in profits. If base Pc 
years are established when a given operator’s profits were a 
low, his higher profits later could be called “excess.” It’s a 
a fluky tax, and can be hard on medium and small busi- de 
ness men, not in business long, whose profits have in- Mis 
creased. 


The LP-Gas industry might well team up with other 
small business to try and avoid getting a raw deal on this 
tax if it comes. 
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LP-Gas In Key Position 


To Aid National Emergency 











IN THE FACE of growing international 
tension, the LP-Gas industry is alerting 
itself to the snecter of sudden emergency 
operation and the necessity for all-out 
cooperation in civil defense and national 
mobilization efforts. 

Last month, two industry leaders spoke 
out on this subject, and a national asso- 
ciation adopted a resolution pledging the 
industry to maximum civil defense coopera- 
tion. On these pages, BUTANE-PROPANE 





News presents a summary of latest devel- 
opments: A review of the proposals of 
LPGA President Anderson (together with 
the action taken on them) and a special | 
adaptation of a paper presented at the 
North Eastern-South Eastern LPGA meet- 
ing by Paul K. Thompson, an industry 
leader and veteran of wartime service with 
the Petroleum Administration for War, 
chief agency in matters pertaining to LP- 
Gas operation in emergency periods. 





HAT the liquefied petroleum gas 

industry is alert to the implica- 
tions of the international emer- 
gency and the 
need for strong 
industrial sup- 
port of the na- 
tional effort was 
reflected last 
month in a pair 
of unprecedent- 
ed actions. 

First, LPGA 
president Peter 
A. Anderson 
(also president 
of Utilities Dis- 
tributors Inc., 
Portland, Me.), proposed a 10-point 
civil defense program that was 
adopted by five New England states 
defense directors, and second, the 
national Liquefied Petroleum Gas 
Assn. passed an extension of the 
earlier proposal that lifts it to na- 
tional scope. 





PETER 


ANDERSON 


NOVEMBER — 1950 


After first pointing out that LP- 
Gas, because of its flexibility and 
mobility, is the best suited fuel on 
which to depend in sudden emer- 
gency periods, the LPGA directors 
adopted this resolution: “. . . the 
Liquefied Petroleum Gas  Assn., 
Inc., offers and. encourages the 
mobilization of the intimate and 
practical knowledge of the LP-Gas 
industry, its organization and tech- 
nology, by the directors of the civil 
defense. 


For Use Where Needed Most 


“Tt further recommends that the 
LP-Gas industry in cooperation 
with local civilian defense authori- 
ties prepare and develop plans of 
action to assure that LP-Gas will 
be available to defense kitchens, 
hospitals, and other vital applica- 
tions and to earmark strategic 
utilization materials and _ special- 
ized personnel for this purpose. 

“It further recommends that the 


39 











individual members of the LP-Gas 
industry offer their services to, and 
cooperate with, local civil defense 
authorities in the carrying out of 
all programs in furtherance of the 
purposes set forth herein.” 


In essence, the 10-point plan first 
proposed by President Anderson to 
the New England defense directors 
included: 


1. That the LP-Gas industry offer 
its services for civil defense and that 
each individual LP-Gasman be asked 
to volunteer his services to local civil 
defense authorities. 

2. That local civil defense directors 
appoint a committee of LP-Gas in- 
dustry! members to assist in carrying 
out any determined program. 

3. That the chairman of each of 
such committees draw up a roster 
of all persons connected with the LP- 
Gas industry in the local area, in- 
cluding addresses and phone numbers 
and phases of the industry in which 
each individual is trained; one copy 
to be given to the local defense di- 
rector and one to the state director. 

4. That training schools and in- 
struction in emergency courses of 
action be held periodically in each 
local area. 

5. That provision be made for trans- 
portation of installation and service 
men to critical locales in event of 
emergency, and that each man be 
properly equipped with tools. 


6. That all local civil defense di- 
rectors request a list from all dealers 
and distributors, of all appliances, 
cylinders, and equipment that would 
be available in emergency periods. 


7. That the local civil defense di- 
rector obtain the number of all 20- 
and 100-lb. customers within the local 
area, together with the number of 
customers having storage in excess of 
100 lbs., and a description of such 
ra) 
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bulk storage installations. A copy of 
this list should be filed with the state 
director. 

8. That the local civil defense di- 
rector obtain a list of all bulk stor- 
age facilities (and their capacities) 
within his local area, and that he sub- 
mit a duplicate of this list to the 
state director. 

9. That state directors arrange, 
through LP-Gas industry members, 
for instruction in the handling of 
LP-Gas installations; such instruction 
to be available to non-professionals 
who would be available in an emer- 
gency. 

10. That state directors arrange for 
a survey of all hospitals, hotels, clubs, 
and other institutions, to determine 
their source of fuel. This would expe- 
dite the emergency installation of LP- 
Gas equipment should other sources 
of fuel fail. 





Order on Cargo Tanks 
Issued by ICC 


The Interstate Commerce Commis- 
sion has recently issued an amend- 
ment to its Section 73.33(c) (of Feb. 
13, 1950) to the following effect: 

“(c) Any cargo tank of ICC Speci- 
fication MC320 constructed or put in 
service on and after Feb. 1, 1942, and 
prior to May 15, 1950, fulfilling the 
requirements of that specification may 
be continued in service for the trans- 
portation of a liquefied petroleum gas 
if it is retested every five years in 
accordance with the requirements of 
paragraph (k) (1) of this section: 
Provided, That it is in and can be 
maintained in safe operating condi- 
tion for the transportation of that 


gas, and shall be marked ‘ICC Speci- | 


fication MC320’ on the plate required 
by Specification MC330.” 
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Safeguarding the Future Through 


World War Il Experiences 


UST five years ago, the basic 
World War II restrictions on the 
LP-Gas industry were revoked, and 


my office (with- 
in the Petrole- 
um Administra- 
tion for War) 
in Washington 
sent its records 
and files to the 
archives. We 
closed that of- 
fice with the 
thought that the 
job was finally 
over and the 
hope that the 
subject was 
closed forever. International condi- 
tions today, however, bring sharp- 
ly into focus the need for imme- 
diate and wise preparation for the 
further emergency that may come. 
Of course, no two emergency situa- 
tions will be identical in their rami- 
fications, but insofar as possible, 
planning for operation under emer- 
gency conditions must be made in 
the light of wartime experience. 
The types of controls, and to 
what extent they should or will be 
enlarged, either by government or 
by industry, itself, are obviously 
not predictable now. A look at 
World War II controls; the purpose 
of the orders and the thinking that 
went into the writing of them; the 
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By PAUL K. THOMPSON 


Esso Standard Oil Co., New York City 


development of an organization to 
administer the orders; and partic- 
ularly, the part of the LP-Gas in- 
dustry in the development of the 
controls and administering them, is 
the best jumping-off place in the 
search for a pattern for future op- 
eration. 

In 1942, the industry was surprised 
and alarmed to learn that the first 
restrictive order—the Materials Or- 
der, restricting the use of petroleum 
marketing equipment—had been in- 
terpreted to prohibit the installation 
of LP-Gas utilization equipment. It 
was the first incidence of direct re- 
striction on LP-Gas. Immediately 
after its issuance, a group of rep- 
resentatives of various segments of 
the industry arranged a conference 
in Washington, the result of which 
was the recognizance of the LP-Gas 
industry as a separate entity and the 
issuance, of a special War Production 
Board order (drawn up with industry 
help), so stating. 

Because of the general type of 
equipment used in the industry, this 
order, issued in April 1942, was at 
first administered by a division of the 
War Production Board. This group 
worked closely with the Petroleum 
Administration for War on all mat- 
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ters pertinent to the supply and trans- 
portation of LP-Gas. The similarity 
of problems within the LP-Gas indus- 
try was so great, both under the war- 
time economy, that in 1943 an LP-Gas 
section was created within PAW, and 
adminstration of the special materials 
order was assumed by that office. This 
section was a subdivision of the nat- 
ural gas and gasoline division of 
PAW, which was headed by Holley 
Poe at first, and later by James Pew. 
These two men, because of their wide 
knowledge of the LP-Gas industry 
and its problems, were invaluable in 
maintaining excellent working ar- 
rangements with PAW and other 
government departments and agen- 
cies, and with the producing, manu- 
facturing, and distribution segments 
of the petroleum industry. 


Conservation Was Basic Aim 


Conservation of critical materials 
used in LP-Gas equipment was the 
basic aim in the writing of the spe- 
cial order for the industry, and this 
remained of paramount importance 
in the organization of further regula- 
tions and their administration. It was 
thus deemed necessary to limit the 
use of new equipment, restrict loads 
on transportation equipment to those 
most important to the war effort, and 
at the same time to carry out all such 
plans without disrupting the vital 
dealer function of supplying gas to 
existing consumers. At the _ time, 
445,000,000 gallons of LP-Gas were 
required by the nation annually, about 
half of which was used by 1,600,000 
household consumers. One facet of 
this important domestic consumer 
problem was the necessity for keep- 
ing these consumers supplied with 
gas so that they would not be forced 
to switch to another, even more 
critical fuel, and to use even more 
critical equipment. 

In trying to accomplish these goals, 
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an industry advisory committee of 
representatives of both large and 
small companies was set up while 
LP-Gas problems were still under 
the control of WPB; later, under 
PAW, five district subcommittees op- 
erated within the framework of the 
Petroleum War Council. They esti- 
mated supply and demand probabili- 
ties, helped in formulating regula- 
tion, and advised as to methods of 
administering ‘the regulations. 

The basic regulation pertaining to 
LP-Gas equipment prohibited the in- 
stallation of utilization equipment; 
it made provision for material allo- 
cation for maintenance and repair 
and it provided for specific excep- 
tions to the restriction. As the war 
progressed, however, it became neces- 
sary to tighten the restriction through 
interpretation, amendment, and direc- 
tive. In the latter category, it will 
be remembered that one directive 
tightened restrictions on delivery of 
tanks by manufacturers; another pro- 
hibited LP-Gas use in private passen- 
ger automobiles. 

Even in cases of specific exception, 
either by provision in the directive 
or by approval of a formal applica- 
tion, the go-ahead was often “condi- 
tional.” The “conditions” of approval 
were often tantamount to additional 
control. For example, approval was 
granted for installations to be used 
as standbys or for seasonal use—but 
no LP-Gas was to be delivered in the 
critical winter period from November 
to March. 

In addition to the direct controls 
on LP-Gas, the entire petroleum in- 
dustry was experiencing difficulty un- 
der the priority system to which it 
was subject; inventory control, price 
control, Office of Defense Transpor- 
tation regulations, manpower short- 


ages, and local ration board actions ~ 


were all factors that required great 
attention. 
In all, what with various segments 
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of the industry sitting in on confer- 
ences to determine regulations, there 
were unavoidable differences of opin- 
ion and specific hardships that had 
to be borne in the name of overall 
efficiency. Prospective consumers, es- 
pecially, often felt bitter at action 
that withheld butane or propane use 
from them, under conditions that they 
could not understand. 


Agreement Hard to Reach 


Complete, perfect agreement was 
seldom possible. For instance, one 
action that we felt would receive 
unanimous support was that recom- 
mending prompt repeal of all LP-Gas 
orders at the cessation of hostilities. 
We found a disparity of opinion, how- 
ever, among those who thought that 
restrictions should be left in force 
until supply of steel and automotive 
equipment should approach demand; 
those who felt the pattern of doing 
business under restriction was estab- 
lished to the point. wherein a sudden 
release from restriction would cause 
a serious unbalance. These fears, if 
widespread, would have given the 
permanence of “death and taxes” to 
the restrictions in effect. 

Examples of the excellent coopera- 
tion, with minor exception, of all seg- 
ments of the LP-Gas industry, are 
easy to find. At-one point early in 
the war, a direct military need for 
LP-Gas cylinders was felt—a need 
that had to be met immediately and 
without the normal consideration for 
taking them from persons whose in- 
ventory would permit. We sent out 
a call for contributions and were ex- 
tremely gratified at the response of 
distributors, even as they knew that 
replacement or return of the cylin- 
ders might not be forthcoming. At 
other times, it was necessary to di- 
vert shipments of LP-Gas to points 
of serious shortages: war plants, 
housing projects, and the like. The 
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complete cooperation with such diver- 
sions was invaluable at critical times. 
Many of these emergency situations 
came about as the result of the falla- 
cious notion that LP-Gas_ standbys 
in war plants, for example, needed 
only to be able to supply two days’ 
operation in the event of the failure 
of the regular fuel. Serious situations 
developed when the fuel failure ran 
beyond this time limit, and of course 
this generally occurred in the critical 
winter months. At such times, our 
office issued no direct orders or for- 
mal requests; telephone calls were 
sufficient to achieve the voluntary co- 
operation of. LP-Gasmen in diverting 
shipments. In some areas, LP-Gas 
shippers voluntarily advised our of- 
fice by telegram on the daily where- 
abouts of their rail shipments. 


Industry Committees Helpful 


We sustained a constant effort to 
keep personnel in our office at a mini- 
mum. Only for a short time did our 
full-time personnel total more than 
three men—this was made possible 
by the excellent help received by the 
committees formed of industry men, 
and the cooperation of other LP-Gas- 
men throughout the U. S. 

One of the major problems we en- 
countered throughout the war period 
was the seeming failure of some gas- 
men to understand the purposes of 
orders issued. There was a volume of 
several thousand applications from 
more than 5000 applicants each week. 
Most of these were unnecessary; only 
5% of all applications were granted. 
The volume of correspondence itself is 
evidence that misunderstanding of 
directives and orders was sizeable; 
industry and government both must 
develop better channels of informa- 
tion in the evert of another full-scale 
emergency. This is vital. 

In analyzing methods of opeiation 
under emergency conditions, it is 
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necessary to look back beyond the 
emergency itself. For several years 
preceding World War II, LP-Gas 
dealers and distributors had enjoyed 
rapid growth and businesses were 
geared to the acquisition of new 
customers and the sale of appliances. 
The quick profits to be realized in 
pursuing this phase of the enterprise 
too often led gasmen to neglect cus- 
tomer service and the other low-profit 
activities that build sound businesses. 
In some cases this unbalance was so 
pronounced that dealers were finan- 
cially unable to continue in business 
in the face of war conditions; others 
had given no thought to supply con- 
tracts or to the maximum specified 
in such contracts. When transporta- 
tion and supply became serious prob- 
lems, dealers without contracts were 
often without product. Some had to 
give up their customers to other dis- 
tributors, others expanded their cus- 
tomer lists beyond their ability to 
supply. 


The Problem of Shortage 


While periods of tight supply are 
not unknown in peacetime, in emer- 
gency situations they are even more 
important. Careful attention to sup- 
.ply is necessary today, with emer- 
gency conditions threatening. Even 
now, the tank car situation is under 
careful scrutiny, as requirements for 
aviation gasoline exert ever-increasing 
pressure on the fleet of pressure tank 
cars. 

Good customer service is an essen- 
tial ingredient to successful operation 
in an emergency. If your customers 
know that you are expending every 
effort to keep them supplied with gas 
and with the necessary services, your 
explanations of possible emergency 
shortages will not fall on deaf ears. 
Customer service, of course, goes 
hand-in-hand with the costs of dis- 
tribution. The wise dealer will never 
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stop analyzing these costs and at- 
tempting to lower them. 

Safety is a vital factor in emer- 
gency operation. Personnel shortages 
and the inevitable re-allocation of 
authority within the company that 
must follow, require that safety pro- 
grams and safety precautions be pur- 
sued with greater effort. The train- 
ing of new personnel should never 
be neglected because of abnormal 
pressures on other phases of activity. 

I am confident that the industry 
will continue to grow and prosper, 
and that it is ready to do its full 
share in any periods of national 
crisis. In summation, I suggest that 
the following points be given full 
attention in the advent of emergency 
conditions: 


Steps to Take 


1. LP-Gas wartime controls should 
be formulated and administered by 
the same agency that is responsible 
for all petroleum supplies. This will 
eliminate the duplication of effort 
that characterized the early govern- 
ment-industry relations in the early 
days of World War II. 

2. When LP-Gasmen are asked to 
advise the government, or to serve 
on committees, the industry should 
provide its most capable personnel. 
The problems to be faced are as yet 
unknown, but it is certain that. their 
magnitude will be much greater than 
before. 

8. Synchronization of effort of in- 
dustry and government is vital so 
that time and effectiveness will not 
be sacrificed. The key to this synchro- 
nization is the dissemination of in- 
formation—channels must be devel- 
oped to do the job better. The national 
associations can be invaluable help 
in developing them. 

4. Constant review of your supply 
arrangements is necessary to assure 
that your changing: requirements will 
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be met. Your supplier must be able 
to base his program on your fore- 
casts. In addition, the good—or harm 
—that can be done to customer re- 
lations by adequate or inadequate 
supplies will be a major determinant 
in the future of each company. 

5. Strong emphasis on customer 
relations must be maintained. Your 
ability to provide uninterrupted serv- 
ice in an emergency may determine 
the future of your business. 

6. Vigorous attention to safety and 
employe training programs is neces- 
sary to forestall serious trouble when 
2 manpower shortage occurs. Acci- 
dents will harm your business and 
retard the national effort. 


Gas Water Heaters 
Get “Top Billing’ 
By GENE CREIGHTON 


PRANK C. BRODIE, president of 
Brodie’s, San Francisco plumbing 
and gas appliance dealer, puts top 
emphasis on water heaters in his 
showroom and in his advertising and 
display promotion. This policy, to- 
gether with his water heater service 
to the public each year has set new 
records for water heater sales. 

Subscribing to the theory that 
“every water heater sale is a step- 
ping-stone to more sales of refriger- 
ators, ranges, home freezers and even 
complete kitchens,” Mr. Brodie con- 
siders water heater sales as one of 
the most important factors contribut- 
ing to his approximately $50,000 
monthly volume in appliance and fix- 
ture sales. 

To make certain that homeowner- 
customers visiting the store for the 
first time do not fail to be impressed 
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with the vast variety of water heaters 
carried, Mr. Brodie has developed the 
policy of displaying a row of nation- 
ally-advertised automatic gas water 
heaters, side-by-side, along the en- 
trance to the store. The long militant 
row of water heaters, which extends 
down the wall from entrance to stair- 
way to lower showrooms, includes 
nearly a dozen nationally - known 
makes. “We believe this side-by-side 
display leads to the best in compar- 
ative selling,” Mr. Brodie said. 

“By far one of the best advantages 
of our system of showing water heat- 
ers is that the store is never limited 
to plugging one or two lines. The 
customer can follow his own prefer- 
ences as far as water heaters are 
concerned, and make a selection on 
the basis of appearance, water output, 
etc., to match his own specifications. 
By keeping comparative service charts 
handy for the customer, we have often 
‘traded up’ a homeowner, attracted 
by a low price water heater, into pur- 
chasing a much more expensive auto- 
matic heater.” 

Mr. Brodie built up much goodwill 
and public appreciation during World 
War II when he opened a shop solely 
for the purpose of rebuilding and re- 
pairing worn out water heaters. 
Through this service, literally scores 
of homeowners were able to have the 
convenience of hot water in their 
homes, when there was no possible 
chance ‘of replacing old water heaters 
with new ones. 
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By S. W. ELLIS 


THE Scruggs Electric Co. oper- 

ates in the little, back-country 
town of England, Ark. (pop. 2500) 
—hbut there is nothing back-country 
about its merchandising. 

Company owners, E. P. Scruggs 
and son, E. P. Jr., have licked what 
they consider to be the major prob- 
lem in a small town—the trade-in. 

Every new LP-Gas prospect has 
old-fashioned cooking and heating 
equipment that to him is of some 
value. These relics are -a barrier 
to sales without the trade-in. 

The Scruggs Electric Co. not only 
takes in trade old wood and coal 
cooking and heating equipment, but 
furniture as well. Everything is 
renovated and sold at a profit! 

In the beginning, the Scruggs 
approached the problem with a lib- 
eral trade-in allowance. They em- 
ployed a repairman to rework trade- 
ins on a commission basis. Within 
two weeks sales had climbed enough 
to put the mechanic on a straight 
salary basis. Now they have a 
“Trade-N Store” next door to their 
modern appliance showroom and it 
is filled with renovated merchandise 
taken in trade on new butane sys- 
tems and appliances. 

The pay-off on this policy is that 
90% of their sales of butane ranges 
and heaters involve trade-ins. 

A further spur to business is 
that the majority of electrified ru- 
ral homes demand butane ranges 
and space heaters because they have 
discovered that LP-Gas is much 
More economical for cooking and 
heating. 
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E. P. Scruggs, Jr., known as 
“Plutie,” majored in marketing at 
college and is now successfully ap- 
plying his training for profit. He 
promotes butane appliances through 
every available local advertising 
and merchandising medium—dis- 
play, newspapers, direct mail, and 
radio. 

Promotions on butane systems 
are started at the front of the 
store. Across the street, on a vacant 
lot, is a butane tank, painted white, 
with a sign in red letters, “For 
Sale, Butane, E. P. Scruggs.” 

Plutie believes in good signs. He 
has had_a_ stencil made for the 


“Plutie" Scruggs majored in mar- 
keting at college—since then, using 
nearly all the advertising mediums 
known to man, the natives of Eng- 
land, Ark., have watched his smoke. 






































tanks the company sells, “Sold by 
E. P. Scruggs.” When he sets up 
the tank, he contrives to let the 
sign show to the best advantage. 
He is in the middle of a church 
campaign—a special sales effort to 
install butane systems and heaters 
in rural churches. Most of the small- 
er churches are now equipped with 
wood and coal heaters, which must 
be accepted in trade. The liberal 
trade-in policy made possible by 
the profits of the Trade-N store 
clinches these sales. A few days be- 
fore he was interviewed for this 
story, young Scruggs had sold a 
\ butane system and six heaters to 
a country church. 
The old wood heaters formerly 








































used by the church and accepted 
in trade were thoroughly renovated, 
new grates installed, and a high 
polish applied. Displayed promi- 
nently in the Trade-N store, they 


E. P. Scruggs, senior, is presenting 
clinching argument to a_ highly 
interested prospect. 









E. P. SCRUGGS 





were especially interesting to mem- 
bers of the church, and sold al- 
most immediately. 

The two owners never miss an 
opportunity at picnics and carni- 
vals to promote butane systems and 
appliances. A display is set up. 
When possible, an actual hookup 
and live demonstration is given. 
If this is not practical, the appli- 
ances are shown. The loud speaker 
is furnished free by Scruggs and 
spot announcements frequently call 
attention to the Scruggs display. 

The two loud speakers owned by 
the store are in demand through- 
out the sales territory. Any com- 
munity group can use them. 

Plutie has even mounted a speak- 
er on an airplane, and blared his 
butane gas and appliance messages 
far and wide. 

Serving a prosperous cotton- 
growing territory, the Scruggs 
promote and sell butane luxury 
ranges. Luxury prices get plenty 
of promotion. 

“A farmer with a fat cotton 
check coming soon is a real pros- 


pect for a high priced range,” | 


Plutie said. “We show these beau- 
ties where people passing in the 
street can see them. When they 
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come in for a demonstration, we 
tell them we'll take in their old 
ranges, stoves and furniture in 
trade.” 

Several butane ranges in the ap- 
pliance store are always hooked up, 
ready for action. Mrs. Bill Jowart, 
daughter of E. P. Scruggs, is a 
graduate in domestic science. She 
holds cooking demonstrations sev- 
eral times a year. Invitations to 
these popular events are sent out 
to a selected mailing list. Butane 
gas refrigerators as well as ranges 
are promoted at these demonstra- 
tions. 

Behind the sales program is an 
excellent repair service that keeps 
customers’ equipment in good work- 
ing condition. Parts for repairs are 
on hand at all times, and service 
calls are made immediately by a 
skilled mechanic. 

England, Ark., is only a little, 
cotton town, but the Scruggs Elec- 
tric Co. operates profitably in a 
way that would do credit to a store 
in a metropolitan center. 

“We couldn’t maintain our sales 
volume without our trade-in poli- 
cy,” concludes young Scruggs. “The 
dealer in a small town must whip 
the trade-in problem if he wants 
growing sales.” 


Italians Will Utilize 
Home-Made Propane 


Following contracts negotiated with 
an Italian firm in the spring (see 
BUTANE-PROPANE News, April, 1950, 
p. 41), for expansion and moderniza- 
tion of the natural gas industry in 
Italy, Virgil Stark, president of the 
North American Petroleum Corp., 
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New York City, has announced the 
placement of additional orders. 

North American Petroleum  wili 
supply to Idrocarburi e Affini S.p.A., 
one of the largest LP-Gas firms in 
Italy, 36 propane storage and filling 
stations for a capacity of 400,000 
gals. Bottled gas customers total ap- 
proximately 250,000 and it is expected 
that their number will increase to 
over 500,000 in a few years. The 
order consists of 12 tanks with capac- 
ities of 30,000 and 18,000 gals., 18 
tanks of 5000-gal. capacity, and 6 
portable tanks of 1750 gals. 


Largest Order for Europe 


Ten tanks for truck and 10 for 
trailer transportation are part of the 
order. Also included are compressors 
and pumps, 12 automatic dispensers, 
gas analyzers, and a large amount 
of special accessories. Mr. Stark 
states that it is the largest order ever 
made for propane bottle-filling equip- 
ment to be shipped from this coun- 
try to Europe. 

Discussing the Italian propane- 
butane business, Mr. Stark said the 
average consumption of an account in 
that country is 40 gal. a year, less 
than half that in the United States. 
Italy itself will soon have propane 
and butane available in large quanti- 
ties from its own sources. 

“It is expected that these products 
will be extracted in Italy from nat- 
ural gas at a rate of more than 15,- 
000,000 gal. a year,” he said. “From 
the refining of approximately 6,000,- 
000 tons a year of crude oil by the 
eniarged Italian refineries, it is ex- 
pected that the propane-butane ob- 
tainable will amount to another 25,- 
000,000 gal. a year. 

“As the consumption of these prod- 
ucts was 7,000,000 gal. a year in 1949, 
Italy will not have to import any such 
products in. the future even if the 
consumption is greatly increased.” 
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A Glimpse Of The Future 


By H. R. THOMAS and W. R. THORNE* 
Stanolind Oil and Gas Co., Tulsa, Oklahoma 


chart 


HEN, in 1926, several large spread among the 48 states. There 
oil companies began produc- are an estimated 21,000 dealers and 
ing and selling butane and propane distributors serving consumers with 
as a sideline to gasoline plant oper- LP-Gas; these dealers and distrib- 
ations, they didn’t foresee the big utors buy their supplies directly 
industry that comprises the LP-Gas_ from the bulk and producing plants. 
business today. In 1950, there are Estimates indicate that some 
more than 150 companies produc- 6,000,000 homes were using LP- 
ing butane and propane at a rate Gas in 1949, in addition to 325,000 
in excess of 3,000,000,000 gallons commercial establishments. A total 
annually. of 446 communities in 40 states 
In the last 10 years alone (1940- is presently being served LP-Gas 
49), the marketed volume of LP- through city mains by 198 utility 
Gas has increased more than 1000% companies. 
—and stood at 2,800,000,000 gal- The 1,627,550,000 gallons which 
lons for the year 1949 (see Fig. 1). formed the domestic commercial 
Of this total, the largest segment volume marketed in 1949, as re- 
is in the domestic-commercial field, ported by the U. S. Bureau of 
which is served by 3000 bulk plants Mines, was split among four ma- 
jor “gas jobs’: cooking, water 
heating, space heating, and re- 
frigeration. 

The dynamic young liquefied pe- 
troleum industry will continue to 
grow and expand in the future, 
even in the face of the leveling off 
that took place last year. Industrial 
gas utility, synthetic rubber, and 
chemical demands for LP-Gas will 
continue to rise, but the domestic- 
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Stanolind Oil and Gas Co., 


SALES OF LP-GAS BY PRINCIPAL USES 


This grapic illustration of the manufacture of butane and propane from well to 


shows both the technical steps of processtizes mest ex.s. ~ 


consumer has been prepared by 





*A digest of paper presented at American 
Institute»of Mining & Metallurgical Engineers, 
Petroleum Branch Fall Meeting, New Orleans, 
La., Oct. 2-4. 
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commercial market, which has 
formed the majority demand for 
gas, will be the biggest scene of 
expansion. Internal combustion en- 
gine fuel market—presently using 
smaller volumes of LP-Gas than 
any other—is undergoing a boom 
period and comprises a potentially 
large market. 

In general, it can be said that 
the major advances in LP-Gas 
sales totals will come from adding 
the second, third, or fourth LP-Gas- 
burning appliance to the basic one 
that many customers have. Pres- 
ent LP-Gas users require only 25% 
of the gas volume that could be 
consumed through load building. 
There are three other sources for 
new domestic and commercial cus- 
tomers: 


1. New homes and commercial 
establishments. 

2. The diminishing number of 
households using wood fuel, 
coal, and kerosene. 

3. Domestic installations of elec- 
tric ranges, water heaters, 
and refrigerators which can 
be replaced by LP-Gas appli- 
ances on the basis of econ- 
omy and efficiency. 


A major factor in the above is 
the continuing trend of new home 
building away from strictly de- 
fined urban areas. For example, 
the total percentage of non-farm 
homes built outside of towns of 
2500 or more has risen steadily 
since war’s end, in 1948 was fig- 
ured at 44% by the U. S. Depart- 
ment of Commerce. 

Secondly, the 5,700,000 homes 
that were using coal, wood, or kero- 
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sene (of which 4,800,000 were 
farm or non-farm rural dwellings) 
are ripe for LP-Gas conversion. 
The convenience and efficiency of 
LP-Gas in these rural areas is 
causing a marked lessening of the 
use of the three inconvenient fuels 
each year. 

Thirdly, nearly half of the 7,000,- 
000 homes with electric cooking 
facilities in the U. S. are farm 
or rural non-farm households. It 
has been proved in almost every 
area of the country that aggres- 
sive selling by LP-Gas dealers can 
lead to conversion of these house- 
holds to butane or propane; flexi- 
bility and economy of gas cooking 
is the key that will open the lock. 

Complete gas service for all “be- 
yond the mains” homes presents a 
market potential that has hardly 
even been approached as yet. The 
total domestic-commercial market 
for LP-Gas in 1949 was fixed at 
1,627,550,000 gallons—if all pres- 
ent customers utilized complete gas 
service, the potential of this market 
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TREND IN CONSUMPTION 
PER DOMESTIC USER 


GALLONS PER YEAR 


would be 6,000,000,000! A reason- 
able estimate of consumption in 


1955 in the domestic-commercial 
grouping is 2,720,000,000 gallons— 
an increase of about 65% over the 
total for 1950. 

The growth trend of domestic- 
commercial LP-Gas customers is 
illustrated in Fig. 2. There should 
be more than 8,000,000 such users 
in 1955; and increased use of gas 
by present customers should result 
in higher annual consumption per 
customer, a present trend that is 
illustrated in Fig 3. In 1949, aver- 
age use per customer was about 
260 gallons; in 1955, this total 
should approach 340 gallons per 
customer, 

LP-Gas, in the amount of 77,981,- 
000 gallons, was used to fire inter- 
nal combustion engines in 1949 
(see Fig. 1). During the past year, 
conversion of farm tractors and 
urban buses to LP-Gas gained 
great momentum, and this trend is 
seen as a continuing one. From 
60,000 farm tractors that were 
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operating on butane or propane at 
the start of 1949, the total rose to 
80,000 at the end of the year: an 
increase of 20,000 units. About 50,- 
000 more tractors will be converted 
during this year, and some authori- 
ties believe that as many as 100,- 
000 units will be converted in 1951. 
With a difference of about four 
cents per gallon in the cost of LP- 
Gas under gasoline in 30 states of 
the U. S., the potential market is 
2.8 billion gallons..There are 3,375,- 
000 farm tractors operating in 
the U. S. 

Conversion of urban buses to 
propane is advancing rapidly in 
some areas, is slower in others. 
Some 500 propane-fueled buses are 
on order for one metropolis and 
other urban transit companies have 
announced intentions to convert. 
It is estimated that if only 1/6 of 
all urban buses were fueled with 
propane, the annual consumption of 
the gas would be increased by 100,- 
000,000 gallons. 

Irrigation pumps in West Texas 
alone require 40,000,000 gallons of 
LP-Gas annually; the national 
total for this fuel use is about 200,- 
000,000 gallons. It is estimated if 
one-fourth of the irrigation pump 
fuel potential is developed, more 
than 100,000,000 gallons of LP- 
Gas annually would be added to 
sales. 

Internal combustion engine fuel 
potential, excluding oil-well drilling 
engines, trucks, and inter-city bus 
services, is: 

"TPGCUOER: ose scis 2,800,000,000 gallons 
Urban buses.... 600,000,000 vs 
Irrigation pumps. 400,000,000 ag 


(ROSMNG uae aus 3,800,000,000 “ 


























BRAZILIAN LP-Gas com- 
pany so intent upon expand- 
ing service to its customers that 
it once invaded the sphere of 
Argentina’s fiery Peronista govern- 
ment to insure its gas supplies, 
has found its policy paying off in 
postwar years—to the tune of 1500 
new customers each month! 
Companhia Ultragaz, the Rio de 
Janeiro butane organization found- 
ed by Don Ernesto Igel in 1937, 
receives its butane supplies from 
U. S. Gulf ports, shipped south 
aboard the tanker SS Ultragaz. 
During the war years, however, the 
United States clapped a hasty em- 
bargo on LP-Gas exports—and Don 
Ernesto, with a 10,000 customer 
demand established, looked to be a 
man who couldn’t supply that de- 
mand. But Argentina had butane in 
sizeable quantities—AND a consti- 
tutional clause against exporting it. 
Don Ernesto, determined that his 
thriving young business should not 
die of butane thirst, simply had the 
Argentine constitution changed, 


AT LEFT (top): Battery of tanks 
in Rio. Center: Filling station in 
Rio. Bottom: The good ship "SS 
Ultragaz." The installations on 
board were engineered by Warren 
Petroleum Co. and the work was 
done by Bethlehem Steel in 
Beaumont, Texas. 
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Brazil Firm Signs Up 
1500 New Customers Per Month 


with the help of the Brazilian gov- 
ernment! Anyone who thinks it’s an 
easy trick to get agreement on such 
a scheme is advised to check with 
U.S. diplomats. 

It worked for Don Ernesto, how- 
ever, and Ultragaz is prospering, 
as reported by Pery Igel and wit- 
nessed by the above mentioned 
rate of expansion to its present 
35,000-customer list. The company’s 
headquarters are in Rio, and it 
maintains branch offices in Niteroi, 
Sao Paulo, Porto Alegre, Petropo- 
lis, Terezopolis, Nova Friburgo and 
Bahia. 

Facilities of Ultragaz, which be- 
came affiliated with Socony-Vacuum 
Oil Inc. in 1948, include two bulk 
sea terminals: one in Rio, the other 
in Santos; a bulk rail terminal- 
filling plant in Sao Paulo. The three 
terminals have 15 30,000-gal. tanks 
and. two 18,000-gal. tanks among 
them; and 19 additional tanks of 
30,000-gal. capacity will be added 
soon. 

The company supplies butane to 
its customers on the _ two-vessel 
system, and has available for use 
26-lb. cash-and-carry bottles, 100- 
and 200-lb. cylinders, and 500-gal. 
skid tanks. Senor Igel says that 
while Ultragaz now serves only 
butane to its customers, all vessels 
are built for possible propane use 
in the future. 
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NBPA Pledges Help to Government, 
Dealers and Users in Emergency— 


Charles Grau is New President 


armen GRAU, Onigas Co., Rhine- 
lander, Wis., will serve as presi- 
dent of the National Butane-Propane 
Assn. for the next year as the result 
of elections held at the association 
district-annual meeting in Cleveland, 
Sept. 18-19. He succeeds Forrest 
Fram. 

Other officers elected were J. H. 
Winton, Winton Automatic Gas Co., 
Beaumont, Texas, vice president; Al- 
vin J. Woelfie, Illinois Butane Gas & 
Equipment Co., Bloomington, secre- 
tary; and John D. Coughlin, West- 
land Oil Co., Minot, S. D., treasurer. 
Elwin E. Hadlick was reelected ex- 
ecutive vice president. 

Directors chosen were E. L. Young, 
Liquefied Gas Co., Pendleton, Ore.; 
C. M. Annan, Modesto, Calif.; Fred 
Greenwood, Greenwood & Co., Gaines- 
ville, Texas; and W. E. Fraley, Fra- 
ley & Co., Abilene, Texas—all for 
three-year terms. W. A. Clough, 
Clough & Pillsbury, Rumford, Me., 
was elected for a one-year, unexpired 
term. 

Chief business of the meeting was 
concerned with resolutions to support 
fully the various departments of the 
federal government in the emergency 
period, and calling upon the govern- 
ment agencies involved to take ad- 
vantage of the experience and prox- 
imity of LP-Gasmen in dealing with 
fuel problems at the consumer level. 
The directors felt that needless con- 
fusion and discrimination resulted 
from failure to take advantage of 
this consulation with industry men 
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Charles Grau, new National Butane-Pro- 

pane Assn. president, presenting gavel to 

Forrest Fram, retiring president, at Cleve- 
land convention. 


during World War II. A resolution 
was also passed requesting investiga- 
tions of price increases of LP-Gas, 
and the association president was em- 
powered to appoint a “National Af- 
fairs Committee” to “study and de- 
termine a course of action in the 
matter of laws, regulations and orders 
on a national basis which will effec- 
tively coordinate the butane-propane 
gas industry so as to bring the great- 
est possible help to the national ef- 
fort” without causing undue _hard- 
ships upon present consumers. 
Among principal speakers at the 
meeting were William J. Lawson, ex- 
ecutive secretary of Texas Butane 
Dealers Assn., who addressed conven- 
tioneers on “Your Association Can 
Benefit You,” and John G. Guardiola, 
advertising manager of the Weather- 
head Co., who covered “Advertising 
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and Sales Promotion of Bottled and 
Tank Gas at the Retail Level.” This 
address paralleled treatment of the 
subject by Mr. Guardiola in discus- 
sions he has presented to state LP- 
Gas associations during the past 
year. 

Executive Vice President Hadlick 
spoke to delegates on the opening 
morning of the convention, discussing 
bank credit, insurance, cylinder test- 
ing, the new Pamphlet 58, and the 
new Texas Butane Dealers Assn. 
publication, “Wage and Hour Act 
and How It Affects the Industry.” 
Mr. Hadlick also estimated steel re- 
quirements for the industry in 1950- 
51 and explained how the Defense 
Production Act of 1950 wé6uld affect 
industry operations. 

G. M. Kintz and H. F. Browne, of 
the U. S. Bureau of Mines office at 
Dallas, Texas, gave an arresting dem- 
onstration of the “Development of 
Static Electricity in Loading and Un- 
loading Operations.” 

The Weatherhead Co. held a cock- 
tail party the first evening for dele- 





gates to the convention in the Hotel 
Hollenden, scene of the NBPA busi- 
ness meetings. 

On the second day of the conven- 
tion, the group visited the American 
Gas Assn. Laboratories in Cleveland 
to see at first hand how appliances 
are tested before receiving the La- 
boratories’ seal of approval. Edwin 
L. Hall, director, personally conducted 
the tour. 


Alabama LP-Gas Dealers 
Free of State Taxation 


Alabama Atty. Gen. A. A. Car- 
michael ruled Sept. 22 that dealers 
in propane and butane gas are not 
public utilities. 

According to the opinion, such deal- 
ers therefore cannot be assessed for 
taxation by the State Revenue De- 
partment. 

The opinion had been sought by 
Mobile County Tax Assessor Bert E. 
Thomas. 





NBPA directors who met at Cleveland, Sept. 18-19, are (left to right) standing: J. E. 
Price, John Locke, J. M. F. Hays, Stan Beske, R. N. Short, Fred Greenwood. Seated: 
J. H. Winton, Leland Harms, Charles Grau, Forrest Fram, E. E. Hadlick, H. G. 
Bauer, and Joe Herrmann. 
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: HE dangers of transformers be- 

coming overloaded, and possible 
shortages of electric power during 
the economic mobilization period 
ahead can be used as effective ar- 
guments to convince farmers of the 
merits of LP-Gas. 

This was brought out forcefully 
at the meeting of the North East- 
ern and South Eastern Districts of 
the Liquefied Petroleum Gas Assn., 
in Atlantic City Oct. 5. 

G. M. Rohde Jr. of Hardwick 
Stove Co., Syracuse, N. Y., pre- 
sented a battle plan which can be 
used to combat the bureaucratic 
drive of the Rural Electrification 
Administration and other govern- 
ment agencies whose policies are 
likely to overload existing facili- 
ties, to the detriment of all, partic- 
ularly the farmer. 

Some propagandists from gov- 
ernment bureaus and electric sales- 
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Power Shortages, Transformer Overloads Are 


Arguments to Combat Electric Sales 





men are urging farmers to put in 
too many electric devices. 

The danger from this is three- 
fold: 


1. To the transformer. If the trans- 
former has too much work at a given 
time, milking machines and other 
electric farm equipment will give 
trouble. Moreover, as mobilization 
proceeds it may become more difficult 
to replace or repair a transformer. 

2. To the local power supply. If 
too many farmers in a given area get 
too much electric equipment, local 
power available will be insufficient. 

8. To the general power supply. If 
farmers everywhere buy too many 
electric devices it will make the na- 
tional power supply insufficient. The 
farmer then may be rationed on pow- 
er, and the national defense effort will 
be impeded. 

Secretary of Commerce Sawyer re- 
cently said: 

“There is a serious shortage of elec- 
tricity, and if we have an all-out war, 
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curtailment will be necessary.” 

The solution is obvious: 

Cite these dangers to farmers in 
your territory, and sell them on using 
LP-Gas for cooking, water heating, 
refrigeration, clothes drying, brood- 
ing and other uses for which it is best 


anyway. They can thus save their: 


electric capacity for purposes for 
which they really need it. 

Mr. Rohde cited a dramatic instance 
of how he had been able to help a 
dealer convince a farmer and his wife 
that they should change certain appli- 
ances from electricity to LP-Gas. This 
was in order to make a milking ma- 
chine work and prepare the way for 
installation of other electric equip- 
ment within the transformer capacity 
available. 

There may be many farmers in 
your territory whom you can sell by 
this method. 


It’s Bad to Overload 


Mr. Rohde pointed out in Atlantic 
City that many farmers have inade- 
quate transformer capacity. Trans- 
formers are rated in KVA. As a rule 
one KVA of transformer capacity will 
handle a one horsepower motor or a 
1000-watt heating load. The manufac- 
turers of transformers do not recom- 
mend overloading them, for any long 
period. You can see the plight a 
farmer is in with a 1% to 3 KVA 
transformer. 

Absurdity of some REA efforts was 
indicated by one individual in the 
agency, who, Mr. Rohde said, “had 
been advocating a 600-watt trans- 
former as sufficient for a farm.” 

“For your information,” said Mr. 
Rohde, “this wouldn’t even operate a 
modern hand iron. Even putting in 
larger transformers is not going to 
be the answer in many cases, because 
often the line capacity isn’t sufficient 
to carry the additional load. 
“According to the Federal Security 
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Agency, there are about 200 applica- 
tions for power on the farm. When 
you consider that only a small per- 
centage of the farms in the United 
States have transformer capacity in 
excess of five KVA, I think you can 
begin to appreciate the limiting fac- 
tor that the farmer is up against.” 

Mr. Rohde pointed up what he had 
to say by telling a typical instance of 
how a farmer and his wife were sold. 
Actually it is a composite of several 
authentic incidents. 


Wife Wanted More Appliances 


Saturday afternoon the farm couple 
walked into an LP-Gas dealer’s store. 
The dealer also handled electric appli- 
ances. The wife had been prodding 
for an automatic washing machine 
and clothes dryer. The farmer wasn’t 
too keen because he'd been having 
trouble with his electric milking ma- 
chine, and a check-up showed it due 
to a voltage drop. 

In response to questions from Mr. 
Rohde, the farmer revealed he had an 
electric range, electric water heater, 
electric refrigerator, electric brooders, 
ete. 

It developed that at the time the 
milking machine was in operation, the 
electric water heater was on and the 
electric range was cooking dinner. 

He had a 38 KVA transformer, 
meaning it could handle a maximum 
continuous load of not greater than 
three kilowatts without trouble. 

The manufacturer’s specifications 
showed the farmer’s range had a con- 
nected load of 10.4. While all the 
units might not be on at full capacity 
at one time, cooking for the farmer’s 
large family would impose a sizable 
load on the transformer. 

Specfications of the 82-gallon wat- 
er heater showed it had a double ele- 
ment with total connected load of 4 
K.W. Since the quantity of hot water 
he drew at milking time was large, 
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it would take some time to reheat. 

The dealer and Mr. Rohde showed 
the farmer what would happen if he 
added television with its 300-watt 
load. (You can make your own list 
of what the load of each electric ap- 
pliance comes to and get up a chart 
on it to show the farmer.) 

At this point the farmer was sold 
on changing over appliances to LP- 
Gas. But his wife provided a stum- 
bling block. 

“T don’t mind,” she said, “your tak- 
ing out the electric water heater, be- 
cause I never have enough hot water 
anyway. I don’t mind putting in the 
gas clothes dryer, but I will certainly 
not give up my electric range.” 

Mr. Rhode continued with the story: 

“We turned to the farmer’s wife 
and asked her if she had used her 
electric range very long and she said 
she had had it a year or so. She went 
on at great length about how pleased 
she was when she first got her elec- 
tric range installed. We told her we 
could appreciate how enthusiastic she 
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G. M. Rohde, Jr., presented some new 
sales information for dealers troubled with 
electric competition. 





-in gas ranges in the last couple of 








would be after using an old wood 
stove without any centrol, etc. We 
told her that was exactly how the 6 
million homemakers felt when they 
installed their LP-Gas ranges. 

“We told her we felt sure that with 
the improvements that had been made 









years she would again enjoy a new 
thrill of cooking with gas compared 
to her present range. However, she 
still had a doubtful attitude because 
the electric salesman had done a good 
job, and she said she couldn’t see how 
anything could equal or better her 
electric range. 

“We told her we were sure she was 
interested in her husband’s problem 
and the largest obstacle to the solu- 
tion of his farm problem was the use 
of that electric range because it was 
imposing the load at just the wrong 
time. We asked her whether, if we 
could show her how a gas range was 
not only as good but better than the 
electric in every detail, would she be 
open minded enough to listen, not only 
for her benefit, but also for her hus- 
band’s. She agreed that if we could 
show her she would certainly not be 
prejudiced.” 

They walked over to the range and 
started their demonstration, which 
resulted in the following dialogue: 

Customer: “I don’t think you stand 
a chance of showing me how fast gas 
is because the electric range sales- 
man told me and I will prove to you, 
that it only takes 7% seconds for the 
electric range to get hot.” 

Rohde: “We won’t question that at 
all. We would like it clarified. Do 
you mean you can only hold your fin- 
ger on the top unit for 714 seconds?” 

Customer: “Yes.” 

They asked the customer to hold 
her finger over the gas flame for 7% 
seconds. They turned on the gas bur- 
ner and you know the answer. In a4 
flick of a second she had to take her 
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finger away because that temperature 
was instantly in the thousands. 

Then they demonstrated that gas is 
really fast. With the giant burner 
they fried an egg in one minute flat. 

She mentioned having a smokeless 
broiler on her electric range. They 
told her that was fine and that it was 
smokeless compared with her former 
methods but that they wanted to show 
her a smoke-proof broiler. 


Used the “Smoke Test” 


Then Rohde demonstrated with the 
smoke test, showing that when you 
place the flame above the smoke the 
smoke is changed to carbon dioxide 
which is colorless and that only a live 
gas tlame can do this. 

Regarding the oven they told her 
about throttle heat versus the gear 
shift on and off of the range she was 
using. They discussed the advantages 
of moist, circulated heat with built-in 
temperature stabilizers, heat going to 
every part of the oven at all times 
and making baking perfection. 

Then they showed her a blow-up of 
the Atlanta test where 18 fruit cakes 
weighing 36 pounds were placed in a 
gas oven with no space between them, 
and each came out to perfection. 

Next they went on to simmer cen- 
ter burners with “Altrol” valves. They 
pointed out they could operate a pres- 
sure cooker without a relief valve and 
maintain any desired pressure and 
that there wasn’t an electric range unit 
made that could hold three pounds’ 
pressure on a pressure cooker with- 
out employing a relief valve. This 
valve is needed to relieve the excess 
heat built up, because of the inability 
of the electric element to control down 
that low. 

They demonstrated the _ boil-over 
test, getting milk to the boiling point 
where it is just about to boil over and 
then touching the gas valve, causing 
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the milk to stop in its tracks without 
one particle boiling over. 

They asked the customer if she 
could do this on her range and she 
said “no.” Any time anything started 
to boil over it necessitated her grab- 
bing the pot and rushing it off the 
stove and sometimes this spilled over, 
causing a mess cn the floor. 

“Well, thank God your children 
weren’t around those times, or they 
might have been scalded,” said one of 
those present. 

They went on to the keep-warm 
speed of the simmer center burners, 
telling her how a whole kettle of 
mashed potatoes can be kept at a 
serving temperature all day long 
without causing sticking to the bot- 
tom of the pan so that she would be 
able to serve at a moment’s notice. 

“When we showed how they could 
buy a modern gas range that would 
accomplish all these things and still 
have money left to purchase an auto- 
matic gas water heater for less than 
the price of their present range, the 
farmer and his wife were both 
amazed, and that did the trick,” Mr. 
Rohde recounted. 

The range and water heater were 
installed. The milking problem was 
solved. 

Mr. Rohde concluded: 

“T honestly believe that if every 
farmer knew these facts your compe- 
tition for cooking would drop consid- 
erably. However, as in the story that 
I have related, it still takes a selling 
job to undo the propaganda that the 
electric range manvfacturers and 
dealers have put across through the 
U. S. Department of Agriculture to 
the farmers’ wives regarding electric 
cooking. 

“Even with this government inter- 
ference I believe that the LP-Gas in- 
dustry, an independent group of citi- 
zens, can lick them high, wide and 
handsome by telling the story to the 
farmer and his wife.” 
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Aboveground system of Art Cleve. 
land's Timber Trails Resort. 


VACATIONLAND 


PROMOTES THE FUEL 


HOUSANDS of vacationers saw 

LP-Gas service almost everywhere 
they went this past summer. Many 
discovered for the first time that the 
fuel is clean and convenient to use 
and burns with a clear, blue flame. 
Thus, the LP-Gas gospel spreads and 
new users increase. 

For example, take one typical vaca- 
tion area—Mountain Home, Ark. 

This town, located in northwest 
Arkansas within a few miles of Nor- 
folk lake on the north fork of the 
White river, attracts thousands of 
fishermen and their families every 
year. 

A large portion of the 150 resorts 
and lodges in this area use LP-Gas 
service. Since most of the small towns 
in this section of the state are with- 
out city gas service, the communities 
also depend upon LP-Gas service. 
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Fred D. Blackburn, of Blackburn’s 
Ranch and Resort, has 12 cabins. He 
uses three butane heaters and 18 
cooking units. The 30-gal. kerosene 
water heater with which he started 
business a few years ago uses 5 gals. 
of kerosene a day at 16 to 18 cents 
a gallon. Now he operates two butane 
40-gal. water heaters and one 20-gal. 
heater. He has found that LP-Gas is 
about one-fifth as costly as other fuels. 

His equipment includes four electric 
plates, but he says that customers 
constantly complain about the slow 
heat of these units. In addition, he 
frequently must replace heating ele- 
ments. At the end of the current 
season he will junk the electric units 
and substitute gas plates and gain 
satisfied customers. Mr. Blackburn was 


at one time associated with the “new 


business” department of Gas Service 
Co., Kansas City, Mo. 
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M. P. Austin owns a restaurant at 
the ferry landing on Highway 101, 
His business grosses over $30,000 per 
year. He has a 74,000-Btu input Cole- 
man floor furnace, a Garland hotel 
range, 2 steam table, sterilizer, coffee 
un, and Mission water heater. He 
also uses LP-Gas circulating heaters 
to heat his own apartment. He says 
that butane is clean and it is econ- 


/ omical. He is a strong booster. 


Mr. and Mrs. Art Cleveland operate 
the Timber Trails resort and a riding 
stable, the only one in the area. Cabin 
cooking units and water heaters are 
LP-Gas installations. Mr. Cleveland, 
who moved from Indiana to start his 
resort business, compares LP-Gas 
service very favorably with city gas 
service. 

One of the important LP-Gas oper- 
ators in this section of the state is 
Russell Evans, owner of Evans 
Butane-Propane Gas Co., of Yellville 
and Mountain Home. Faber Griffith is 
manager of the Mountain Home office. 

The Evans business has been built 
solidly upon customer service. Each 
man who represents the company in 
any capacity must first serve a train- 
ing period at the Yellville plant. 
There he is taught the fundamentals 
of customer relations and service. 

Companies like Evans Butane in- 
directly each year make thousands of 
converts for LP-Gas in vacationland. 


By CRAIG ESPY 


Ha sh 
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Top: Faber Griffith, Mountain Home, 
demonstartes LP-Gas range to 
Eilene Martin. Center: Fred D. 
Blackburn beside water heater 


which displaced kerosene water 
heater. Bottom: Kay Espy frying 
fish in Timber Trails cabin. 





How to Reduce Distribution Costs 


By W. D. COOK* 


Consultant, Suburban Propane Gas Corp. 
Whippany, N. J. 


N THE twenty-odd years during 
which I have been associated with 
this industry, it seems that I have 
always been trying to reduce cus- 
tomer distribution costs. Perhaps 
that is because I have “grown up” 
with the industry and worked 
through the years when real pub- 
lic acceptance of our product had 
not yet been achieved. 

In considering the matter of re- 
ducing distribution costs, I believe 
it might be helpful to try to analyze 
the factors which make up operat- 
ing costs and how these cost factors 
are influenced by such items as 
number of customers served and 
size of area served. 

We know that the 7c to 13c per 
pound retail LP-Gas price in this 
part of the country is not regarded 
by the consumer as a bargain. We 
must keep our retail price from 
going higher, and, if possible, re- 
duce it, in order to keep our busi- 
ness healthy. 

Throughout this article, where 
“unit costs” are referred to, we 
mean “cost per customer per 


month.” Unit costs are often com- 
puted in other ways, i.e., per pound 
or per gallon. Our experience in 
dealing with retail customers is 
that the per customer per month 
basis is the most useful as it re- 
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lates directly to the income we ob- 
tain from the customer. By knovw- 
ing base costs per customer, we can 
develop incentive rate schedules 
with lower rates for added usage. 


THE THREE COST FACTORS 


When we talk about consumer re- 
tail costs, we must take into consid- 
eration the method of fuel distribu- 
tion involved. Regardless of the meth- 
od, however, costs are made up of 
these three principal factors: 


(a) Fixed Bulk Station Costs. Cost 
factors here include interest, depre- 
ciation, and maintenance on the basic 
bulk station, plus salaries and wages 
to the skeleton force required to op- 
erate. One might call this total cost 
“Bulk Station Ready to Serve Cost.” 


(b) Fixed per Customer Cost. This 
is the amount necessary to keep cus- 
tomers’ equipment in working order, 
maintain a gas supply, and render 
a minimum amount of consumer serv- 
ice. Included are such charges as in- 
terest, depreciation, and maintenance 





*A paper delivered at the North Eastern- 


South Eastern Districts meeting of the LPGA 
in Atlantic City, Oct. 5. 
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on the gas equipment, as well as the 
expense of providing the customer 
with gas for cooking, billing him 
periodically, etc. 

(c) Per Pound Cost. It costs some- 
thing just to call at a customer’s 
home and issue a bill, as mentioned 
above. It costs more to deliver gas. 
It costs more to deliver additional 
quantities of gas, regardless of the 
method of delivery. New appliances 
which use the extra gas must be 
serviced. Therefore, there is a per- 
pound cost for every pound the cus- 
tomer uses. 

The total “out of pocket” unit cost 
for each customer each month is the 
sum of: 

(a) Fixed bulk station “cost per 
month per customer served. 

(b) Fixed per-customer cost per 
month. 


(c) Per-pound cost multiplied by 
number of pounds used per customer. 
Let us look for a moment at the 
types of distribution. Here are the 
methods most commonly used in the 
East. 
(a) Delivery by the cylinder, usu- 
ally 100 pounds. 
(1) Conventional changeout re- 
serve cylinder. 
(2) Conventional changeout “run- 
out” basis. 
(3) Monthly _ bill 
meter. 
(4) Monthly bill weigh method. 
(b) Delivery by tank truck. 
(1) Batch delivery (like fuel oil) 
usually dispatched. 
(2) Periodic bill, dispatched de- 
liveries. 
(3) Periodic bill, periodic deliv- 
eries. 


with vapor 


Now add to these varying methods 
of distribution the variations intro- 
duced by customer owned vs. com- 
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pany owned equipment, distributor or 
dealer vs. direct operation, differences 
in. customers equipment, and in ac- 
counting methods. It is easy to see 
why direct comparisons between the 
costs of any two companies are dif- 
ficult. Suburban Propane has had 
some experience with all these meth- 
ods—some to a greater extent than 
others. Most of our experience has 
been in dealing directly with the cus- 
tomer, and the cost analysis meth- 
ods which follow are based on this 
experience. The truck operating ex- 
pense figures are not necessarily our 
own, nor are the hourly labor charges. 
However, they are not far out of line 
for the industry and are used since 
concrete figures are always easier to 
work with than abstract algebraic 
symbols. If the method interests you, 
you can substitute your own cost fig- 
ures. 


FIXED BULK STATION COST 


Although all three cost factors are 
important, we will not discuss the 
incremental cost of delivering gas 
used over the base cooking load. We 
will work entirely with the two first 
named factors, i.e., bulk station cost 
and “per customer cost.” We will use 
those costs that affect our analysis. 
The costs omitted will be mentioned 
in each case, so that they can be in- 
cluded if you wish to apply the meth- 
od to your total costs. Costs omitted 
are constant in value, so they have 
no effect on the validity of this 
analysis. 

Please note that a customer satura- 
tion of 2.25 per square mile is used 
throughout. This saturation is an 
above average point selected for our 
cperations, and results in a distance 
between customers of about one mile. 

It is possible to estimate what 
“Bulk Station Ready to Serve Cost” 
is. This expense must be spread over 
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the number of customers served. If 
there are comparatively few custo- 
mers, the cost per customer may be 
prohibitively high. 

Let us say that a minimum bulk 
station costs $30,000 and requires a 
manager and one employe to keep 
it open for business. Then minimum 
monthly costs might be: 


Interest, Depreciation, 


Maintenance ......... $ 250.00 
Salaries and wages..... 850.00 
AOU seco ue arene olatavantnrte $1100.00 


Costs omitted from consideration 
above because they are reasonably 
constant per customer served, are 
office and station expense. The cost 
of storage tanks and buildings added 
to the basic bulk station also falls in 
this category. 

The number of customers served 
by a bulk station is governed by the 
sales potential in the territory sur- 
rounding it. Using the saturation of 
2.25 customers per square mile, let’s 
see how these fixed bulk station costs 
per customer look for districts of 
varying radii. For purposes of this 
study, it is assumed that road mile- 
age is about 25% more than the air 
line miles between any two points. 
Thus, a district with an air line radius 
of 40 miles would have a substantial 
number of customers as far away by 


road as 50 miles. Using this satura. 
tion and the bulk station cost above, 
the picture is revealed in Table 1, 

This table makes it fairly obvious 
that a bulk station serving too small 
a territory or too few customers is 
not economically advisable, but it 
does not tell us where to draw the 
line. Note that as the number of cus- 
tomers becomes greater the cost per 
customer drops sharply at first, but 
much more gradually as we get above 
4000 customers. Fig. 1 demonstrates 
this graphically. 


FIXED PER CUSTOMER COST 


Perhaps “fixed” is not a good word, 
as it implies that these costs cannot 
change. They can change as we do 
a better job, or improve our methods. 
For a given distribution method with 
a given customer saturation in a 
specific area, they are only relatively 
“fixed,” and as the district grows 
they are the most likely place to em- 
phasize efficient low cost operation. 
Per customer costs are, therefore, in 
direct contrast with “Fixed Bulk 
Station Costs” which are fixed in 
total amount, but become a very mi- 
nor factor when spread over a suffi- 
cient number of customers. It is 
therefore worthwhile to analyze what 











TABLE 1. FIXED BULK STATION COST PER CUSTOMER PER MONTH 

Road 
Radius Air Line Area Customers Monthy Bulk Station Costs 
Miles Radius-Miles Sq. Miles in Area Total Per Customer 

10 8 200 450 $1,100 $2.45 

20 16 800 1,800 1,100 -61 

30 24 1,800 4,050 1,100 27 

40 32 3,200 7,200 1,100 15 

50 40 5,000 11,250 1,100 10 

60 48 7,200 16,200 1,100 -07 
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NUMBER OF CUSTOMERS SERVED 


goes into that part of fixed per cus- 
tomer cost which we can do some- 
thing about. i 

Costs omitted in this fixed per cus- 
tomer cost discussion are such items 
as clerical, office, collection and bad 
debt expenses, which remain practi- 
cally constant per customer. 

Influence of Dead Head Mileage: 
An important factor in distribution 
costs is dead head mileage. “Dead 
Head Mileage” is all the mileage spent 
each day by each automotive unit 
getting to the first job for the day 
and back from the last one. It is an 
important item. The more dead head 
miles your truck travels per day, the 
more truck expense and labor costs 
there are to be charged against it. 
More important than this is,the fact 
that since the length of the work day 
is pretty well fixed, the time ieft in 
the day for productive work decreases 
as dead head mileage increases. So, 
as dead head mileage increases there 
are less jobs done at a greater cost 
per job. 

The average dead head mileage for 
any operation is not difficult to esti- 
mate. Assume a district circular in 
shape, centered on the bulk station, 
with an air line radius of 40 miles. 
Also assume that it is uniformly sat- 
urated with customers. If we draw 
within this circle another smaller 
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FIG. |. THE EFFECT 

OF BULK STATION 
COSTS TO NUMBER OF 
CUSTOMERS SERVED. 


circle to include one-half of the area | 
within the outer circle, it would also 
include one-half of the customers, 
the other half being between the rim 
of the inner circle and the outer circle. 
(See Fig. 2.) The radius of this inner 
circle represents the average distance 
of the customers from the bulk sta- 
tion. Mathematically expressed, the 
inner circle will have a radius of % 
the square root of 2 times the radius 
of the outer circle, or about 70%. 
From this, it follows that in a 40- 
mile air line radius circle, the “aver- 
age distance” circle would have an I 


FIG. 2 


INNER CIRCLE WITH 
RADIUS OF 70 % OF 
40 MILES, OR 28 MILES 
CONTAINS 50% OF 
AREA OR APPROX. 
2500 SQ Mi. 


OUTER® CIRCLE WITH 
RADIUS OF 40 MILES 
CONTAINS APPROX. 
5000 SO. MILES 


SPACE BETWEEN 
INNER & QUTER CIRCLES 
CONTAINS $000- 2500 * 2500 SQ MILES 





air line radius of 40 x 70% = 28 miles, 
or a road radius of 35 miles. Re- 
membering that “dead head mileage” 
includes the miles out as well as the 
miles back, daily dead head mileage 
for such a district would be 70 miles. 

Now let’s assume that our trucks 
work a 9-hour day. Of this, 30 min- 
utes per day are spent getting ready 
in the morning and getting checked 
in at night. Assume, also, one mile 
between customers for a saturation 
of 2.25 customers per square mile. 
Assume 25 mph average road speed 
and that, once in the field, a truck 
can deliver to a customer every 10 
minutes (6 per hour). The resulting 
tabulation (Table 2) shows the in- 
fluence of district radius on mileage 
and on the number of customer con- 
tacts. 

Now, a truck operating cost per 
mile of 15c and $13.50 for a 9 hour 
day’s labor, delivery costs shape up 
as shown in Table 3. 


If deliveries are made every 6) 
days, delivery cost per customer per 
month would be slightly more than 
one-half of the “cost per delivery,” 
Other field expenses such as appliance 
service expense and equipment main- 
tenance are affected in a like manner 
by distances traveled and by the ra- 
dius of the district. It is not too far 
out of line to say that the sum of 
these other variable expenses will 
equal delivery expense. Fixed per- 
customer, per-month costs—such as 
billing expenses, are here omitted. 
These, of course, can readily be ap- 
plied to the total picture. 


Per Pound Cost: The cost per pound 
of providing the customer with gas 
beyond the base load of 30 pounds 
per month will vary with the system 
used. Comparison of delivery costs 
under different systems is beyond the 
scope of this study. When selling to 
large users, this cost becomes im- 
portant, as a dual usage customer 











TABLE 2. EFFECT OF DISTRICT RADIUS ON DELIVERY CONTACTS PER DAY 
(Based on 9 Hour Working Day—25 mph Road Speed) 





Road Deadhead Check In Productive Delivery Miles Traveled 

Radius (Round Trip) and Out Time Contacts Between 

Miles Miles Minutes Time Left Per day *Deliveries Total 
10 14 84 30 476 48 47 61 
20 28 67 30 443 44 43 71 
30 42 101 80 409 41 40 82 
40 56 134 30 376 38 37 93 
50 70 168 30 342 34 33 103 
60 84 201 30 309 31 30 114 





* Based on 1 mile between customers—a saturation of 2.25 customers per sq. mi. 


TABLE 3. EFFECT OF DISTRICT SIZE ON DELIVERY COST 





114 17.10 





Road Miles 

Radius per Mileage Labor Total Number of Cost per 

Miles Day @ lic @ $13.50 Cost Deliveries Delivery 
10 61 $ 9.15 $13.50 $22.65 48 AT 
20 71 10.65 13.50 24.15 44 55 
30 . 82 12.30 13.50 25.80 41 -63 
40 93 13.95 13.50 27.45 38 12 
50 103 15.45 18.50 28.95 34 85 


13.50 


30.60 31 99 
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FIG. 3. RELATION OF AREA 
TO TOTAL VARIABLE COSTS 






Total Costs 


—_—. Bulk Station Costs 
enes= Per Customer Costs 


TOTAL VARIABLE COSTS PER CUSTOMER 


20 
HADIVS OF AREA SERVED IN MILES 


will take three times as much 


gas 
as a cooking customer and a com- 
mercial customer 15 to 20 times as 
much or more. This “per pound cost” 
is influenced only slighly by district 
size, since the base cost of reaching 
the customer is included in the fixed 


per customer cost. 


Total Cost Per Customer Per Month: 
Using Tables 1, 2 and 3 above, we 


have the summary in Table 4. Note 
that the total column is “Total Vari- 
able Expense,” not “Total” expense. 
We are discussing only those expenses 
which vary with district size. 

It is very interesting to note that, 
although per customer cost goes up 
sharply as the district size increases, 
the bulk station cost per customer 
declines. The lowest cost appears at 
a district radius of between 30 and 
40 road miles. Using a different cus- 
tomer saturation than 2.25 per sq. 
mile, the picture will differ slightly. 
As saturation increases, the radius of 
the territory that can be serviced 
most economically decreases slightly; 
with a lesser saturation the radius 
would increase (although obviously 
total unit operating expense for the 
lesser saturation always would be 
higher). Fig. 3 illustrates this point. 


THE APPLICATION 


What does all this have to do with 
reducing costs? Hitherto we have dis- 
cussed the cost problem theoretically 
and you may well ask what practical 
application it has to field economies. 
Here are a few: 

1. When the ideal servicing radius 
is determined, it should be adhered 
to for maximum economy. Profitable 
operation will be difficult where a 





TABLE 4. EFFECT OF DISTRICT RADIUS ON DIRECT VARIABLE 
OPERATING COSTS 





Road Air Bulk Per Customer Cost Total 
Radius Line Station Variable Expenses Variable 
Miles Radius Customers Cost Only Costs 
10 8 450 $2.45 $ .47 $2.92 
20 16 1,800 -61 -55 1.16 
30 24 4,050 27 -63 90 
40 32 7,200 15 -72 87 
50 40 11,250 -10 .85 -95 

48 16,200 .07 99 1.06 
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W. D. Cook emphasizes talk on “distribu- 
tion” with slides, but the slides escaped 
the camera. 


bulk station serves an_ insufficient 
number of customers, a small or poor 
territory with low sales potential, or 
in a territory spread out too far, 
even though it includes a large num- 
ber of customers. 

2. Dead head mileage is an impor- 
tant factor. The time left over after 
deducting dead head time determines 
how much work a man and a truck 
can do in one day. Thus, you may 
find it desirable to work five 9-hour 
days rather than six 8-hour days. 
Productive time per week for the 
equipment is greatly improved by 
the 9-hour day and productive labor 
remains about the same with three 
less working hours, If 2% hours per 
day is spent in dead head and station 
time, then an 8-hour day has only 
5% productive hours left, while a 
9-hour day has 6%. Productive time 
compares with total time as follows: 


70 





Productive 


Total Time Time 
6 S8-hour days .......;. 48 33 
5 9-hour days ........ 45 32.5 


Dead head mileage is an important 
factor in relation to the 100-lb., run- 
cut type installation. If an average 
delivery costs as much as 75c, a run- 
out delivery with a 40-mile round trip 
probably tosts, $6. 

Even for a very small user who 
uses two cylinders per year, it is 
difficult to see how the run-out sys- 
tem can earn a profit. 

3. The cost per customer factor is 
the place to apply most of your cost 
reducing effort. Bulk station fixed 
costs should be kept down, but not 
at the expense of poor supervision 
of field forces. With a station serving 
5000 customers, fixed bulk station 
costs would be 19¢, per customer per 
month, while other costs will be 
probably 5 to 6 times as much. Dol- 
lars can be saved by: 

(a) Eliminating long trips serving 
relatively few customers located be- 
yond reasonable servicing limits. Such 
customers may be a liability. 

(b) Route trucks carefully, to save 
miles. In one of Suburban’s districts, 
a survey of delivery truck routing 
resulted in a saving of one-third of a 
mile per delivery. Sounds small, but 
it amounts to 5 cents delivery. Don’t 
forget that the deliverymen may know 
the territory, but may not know the 
most efficient way of routing custo- 
mers. Every man’s day should be 
planned. 

(c) Remove all obstacles to trucks 
getting started on time in the morn- 
ing, and make it as simple as possible 
for drivers to check out at night. 

(d) Well instructed installation and 
service men will eliminate call backs 
which are costly. 

In conclusion, perhaps the most im- 
portant cost factor is the intelligent 
attention of management. Without it 
costs can get out of hand. 
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Atlantic Coast Districts Draw Convention Crowd 


By PAUL LADY 


5 joint meeting of the North 
Eastern and South Eastern Dis- 
tricts of the LPGA on October 5-6 
was timed to coincide with the At- 
lantic City convention and _ trade 
show of the AGA and GAMA and 
brought forth a large group of deal- 
ers from all along the Atlantic Sea- 
board. 

Nearly 300 attended the meeting, 
which had as general session chair- 
man Walter A. Naumer, vice presi- 
dent, Pyrofax Gas Division, New 
York, and W. S. Lander, president 
of Rulane Gas Co., Charlotte, N. C., 
with Fred Frost, of Pyrofax, as 
chairman of the committee on ar- 
rangements. 

Rapid growth of the industry since 
World War II was highlighted in 
the talk of Howard D. White, execu- 
tive vice president of LPGA, who 
pointed out that in 1946 77 com- 
panies had paid their dues to LPGA, 
and today 777 are listed in the active 
membership category. Associates and 
affiliates bring the total to 889. 

Turning to the mobilization prob- 
lem, Mr. White recalled that while 
when World War II started, the in- 
dustry was at such a low level of 
unanimity that its voice had little 
effect in Washington, today he feels 
“we have a solid force, and some 
very definite steps have been taken 
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Walter Naumer, who presided at the 
morning session. 


to see that we are properly repre- 
sented.” 

M. L. Trotter, president, Carolina 
Butane Gas Co., and vice chairman 
ef the National Committee for LP- 
Gas Promotion, reported that to date 
there were 571 members contributing 
to the promotion program. 

Other speakers included C. J. Me- 
Allister, vice president,.The Parlette 


Gas Co., Waldorf, Md.; Paul K. 
Thompson, Esso Standard Oil Co. 
chairman International Section 


LPGA, on “Our Industry and _ the 
National Emergency”; W. D. Cook, 
Suburban Propane Gas Corp., Whip- 
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pany, N. J., on “How to Reduce 
Your Distribution Costs”; and G. M. 
Rohde, Jr., Hardwick Stove Co., 
Syracuse, N. Y., on “Your Most 
Profitable Responsibility.” 

A number of these papers appear 
elsewhere in this issue. 

Just to mention one top-notch fea- 
ture of the meeting, there was Maj. 
Gen. Leslie R. Groves, the “Atom 
General,” at luncheon. 

Atomic energy, General Groves 
predicted, “never will interfere with 
your line of business.” It may hook 
into big electric systems like those of 
New York, Buffalo and Pittsburgh. 
Getting industrial power out of 
atomic energy at an economic price 
looks difficult. It is most correct to 
think of atomic energy as one would 
of the X-ray or the microphone, in 
ether words as a_ tool, General 
Groves said. 

Taking up the industry’s vital 
weights. and measures problem, H. 
Emerson Thomas of Westfield, N. J., 
warned that it would be well for the 
industry to get together on the pro- 
gram worked out by an _ industry 
committee in conjunction with 
weights and measures. Otherwise, 
more stringent regulations may be 
drawn. 

Mr. Lander reported that in his 
state they were living under the 
weights and measures principles, as 
drawn up, already. 

° 

The LPGA Board of directors, at 
the Atlantic City meeting, decided 
upon Phoenix, Ariz., as the next 
board meeting place. The dates are 
Dec. 6-7 ad the hotel is the Camel 
Back Inn. 

Also, a resolution of appreciation 
was adopted and a scroll presented to 
Arthur Kreutzer for his excellent 
work as managing director of the as- 
sociation while Howard White was 
away. 
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Kentucky 


Twenty new members were added 
to the association’s roster when the 
Kentucky Liquefied Petroleum Gas 
Assn. held its third annual convention 
and trade exhibit in Louisville, Aug. 
21-22. There were 319 registrants at 
the convention. 

State association presidents for IIli- 
nois, Indiana and Ohio (A. G. Woel- 
fle, T. M. Feely and Geo. W. Gray, 
respectively) attended the convention 
as guests of the Kentucky group, and 
speakers of national renown, includ- 
ing H. D. Valentine, sales promotion 
manager of Peoples Gas Light & Coke 
Co., Chicago, addressed delegates. 
Other speakers were M. A. Ennis, 
Cribben & Sexton, and H. Emerson 
Thomas, Fuelite Natural Gas Co. 


Raymond Rains Named President 


Retiring President Frances L. Holli- 
day turned over the reins of the Ken- 
tucky association to Raymond Rains 
of Louisville, newly elected president. 
Other new officials of the association 
are M. E. Gayer, Warsaw, vice presi- 
dent; J. M. F. Hays, Elizabethtown, 
secretary-treasurer, and directors S. 
R. Harvey, South Shore; Elmer Roll, 
Hazard; Peter Wood, Hopkinsville; R. 
N. Short, Franklin, and R. C. Jett, 
Lexington. . 

Miss Holliday was presented first 


~with a Mickey Mouse wristwatch (to- 


gether with $2.00 to keep in it re- 
pair), as a token of appreciation for 
the work she had done as president 
of Kentucky LPGA. Later, a more 
suitable watch, engraved with “Miss 
Frances—1950 Kentucky LPGA,” re- 
placed the “gag model.” 

A major feature of the convention 
was a discussion of the activities of 
the National Committee for LP-Gas 
Promotion, by Chairman Lee A. 
Brand. 

Three hundred association members 
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and their wives attended the banquet 
on the final evening of the convention 
and attended a square dance in the 
Seelbach hotel, Louisville. 

Entertainment for attending wives 
of dealers was arranged by a com- 
mittee headed by Mrs L. C. Stauble 
and Mrs. L. F. Tinsley. 


New Mexico 


J. A. Ikard, of Las Cruces, succeed- 
ed Dick Martin, of Albuquerque, as 
president of the New Mexico Lique- 
fied Gas Assn. in elections held at the 
group’s annual convention in Albu- 
querque, Sept. 17-19. 

About 125 members attended the 
convention, which had as a highlight 
the display of equipment produced by 
many manufacturers selling into the 
LP-Gas industry. 

Serving with Mr. Ikard during the 
current term will be J. C. Crawford, 
executive vice president; J. S. Caudill, 
Albuquerque, vice president; Ben 
Clark, Clovis, re-elected secretary- 
treasurer, and directors J. R. Pery- 
ater, Raton; G. O. Gwyn, Silver City; 
W. S. Eoff, Gallup; T. B. Watkins, 
Roswell; M. L. Hutchinson, Ft. Sum- 
ner, Bert Muncy, Artesia; Morris 
Wycoff, Santa Fe; Earl Callens, Tu- 
cumeari, and Dick Martin, Albu- 
querque. 


Oklahoma 


Reorganization of the Oklahoma 
LPGA will be completed at a meet- 
ing to be called for Oklahoma City 
in November. 

Temporary officers were selected 
at a recent meeting, with Charles 
Hurley, Davis-Hurley Gas & Appli- 
ance Co., Minco, Okla., as president. 
Permanent officers will be elected and 
a series of meetings for each of the 
five divisions of the state will be 
planned. 
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Directors previously named are 
Alexander, Oklahoma City; R. ¢ 
Thompson, Tulsa; Charles Monmg 
Perry; C. A. Black, Idabel; Dewe 
Wood, Ardmore; J. D. Howard, Bk 
City; Jack Stewart, Medford; Milt 
Frantz, Fairview and Mr. Hurley, 

The association will be integrate 
with the Central District of the Na. 
tional EPGA, of which R. C. Tanner 
of Wichita, is secretary. 

Business at the reorganization meet- 
ing will include the setting up ofa 
legislative program to be presented 
to the 1951 session of the Oklahoma 
state legislature. 


Pennsylvania 


By ED TITUS 


New Pennsylvania Officers 


President—Len F. Finkler. 
Vice President—J. C. Fletcher. 
Sec’y-Treas.—W. I. Ronald 


PLANS for promoting LP-Gas at 

state fairs and other similar func- 
tions were put forward at the meet- 
ing of the Pennsylvania LP-Gas Assn. 
at Galen Hall hotel, Wernersville, Pa., f 
Sept. 18. 

Such promotion at state and other 
fairs would not be an integral part of 
the national LP-Gas promotion pro- 
gram, but would be a highly desirable 
supplement to the national program. 

H. Emerson Thomas advocated dis- 
playing the name of LP-Gas before 
the public in every possible way. He 
expressed the belief that the electri¢ 
people had been topping the LP-Gas 
industry at such functions as fairs, 
“We should publicize the point that 
LP-Gas is a modern fuel and an eff 


BUTANE-PROPANE News 





WITH -YOU IN MIND 


e Rockwell-Emco No. 00 meter is custom tailored 
your needs. It’s compact, light in weight, easy to 
dle. It mounts readily on lugs cast into the back 
the aluminum body. Inexpensive hangers for this 
pose are available. The No. 00 has ample capacity 
th for the present as well as for future requirements. 


bu can have your choice of meter dials recording 
practically any unit of measurement. The side 
innections may be tapped either 14 in. or % in. to 
ommodate flexible tubing. A top connection style 
the same meter is also available. 


bu get all these advantages p/us the peace of mind 
at comes frorn safety, surety in 
easurement and an exclusive repair 
an that will save you time and 
oney in years to come. Write for 


lletin 1163. 


ROCKWELL MANUFACTURING COMPANY Sketch shows how Rockwell-Emco N 
Pittsburgh, 8, Pa. awa ; 00 meter installs alongside of bott 

pnta Boston Chicago Columbus Houston Kansas City 4 N ti » . . d 

Angeles New York Pittsburgh San Francisco Z A gas set. No protective housing Is neede 
Seattle Tulsa ZILA for this corrosion-resistant meter. 

















Remove only 12 cap | 2. The worn measuring unit 3. Take a factory-fresh re- 4, Insert in the same mete 
then lift cover from | is now accessible and can placement unit (either new body and replace cover 
y be pulled from the body or rebuilt) from shipping Return old unit to factor: 

carton for repairs 




















These newly elected officers and three directors of the Pennsylvania LP-Gas Assn. are 





(seated): J. C. Fletcher, Sun Oil, Philadelphia, vice president; Len F. Finkler, Rural 

Gas, Williamsport, Pa., president; Wallace Ronald, Eastern Pennsylvania representa- 

tive of Pyrofax, secretary and treasurer. Standing: Roy R. Johnson, Fuelane Corp., 

Liberty, N. Y.; H. Emerson Thomas and Alton Lutz, directors. Other directors are 
Ted Kapnek, of Natural Gas Co., and Clarence Staats. 


cient fuel. We want to sell the kind of 
housewife who has entered a cake con- 
test at a county fair. We’re missing 
the boat by not getting to the level of 
the actual prospect who is likely to 
change to our fuel.” 

It was pointed out that the electric 
industry had a full page ad in the 
“Pennsylvania Grange News.” 

As a result of the discussion the 
association voted to reactivate a com- 
mittee to undertake joint promotional 
action among the members of the as- 
sociation and in conjunction with the 
Pennsylvania Gas Assn. if feasible. 

Roy Johnson, vice president of Fuel- 
ane Corp., and outgoing president of 
the Pennsylvania LPGA, read a letter 
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which he had received about the pron: 
inence given to electrical equipment 
in the schools. The letter pointed out B yal 
that at the state farm show in Harris- rig 
burg an electric range always figured 
in the children’s demonstration and 
stated that there should be a gas 
range with the electric range on the 
platform. 

The 70 persons attending the meet- 
ing also listened intently to discus R 
sions of the weights and measure 
problem, which is a vital subject it 
Pennsylvania. Speakers took up th 
problem in that state in its relation 
to the problem nationally. It was 1 
lated that weights and measures off- 
cials meeting in Washington with 4 
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Double Check 
4 Filler Valve 


& Pressure Gauge 


Service Line 
Shut-off Valve 


and Evacuating Dip 


G Tapped for 3/4” Filler 
Pipe 


Atypical No. 2593 Series Multi- 
valve Outfit is illustrated at the 
right. These outfits consist of... 
... No. 2593 Multivalve 
. » Safety Relief Valve 
(three sizes available) 
.. low Pressure Regulator 
(two models available) 
.»» Pigtail 
. Expansion Coil 


RegO is the registered trade mark of 
the Bastian-Blessing Co. 
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GAS EQUI SUPPLY CO. 
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GO DEPENDABILITY! 


Progressive LP-Gas Distributors and Dealers, all over the 
country, know that the dependability of REGO PER- 
FORMANCE contributes greatly to their profits . . . like- 
wise they depend upon REGO DEVELOPMENT to design 
the new equipment which will enable them to meet 
changing marketing trends on a profitable basis. 


The new No. 2593 Series Multivalve Outfits are RegO’s 
latest development—offering you these profit-making 


_advantages for your bulk delivery systems. 


1. Single tion to the tai ides all seven 
features shown in the cutaway illustration. 





2. Faster filling rate due to new integral filler valve which 
has a capacity equal to that of an individual valve. 


3. Complete range of outfits to meet all domestic require- 
ments — even the largest. 


4. Filling and evacuating through a single 3/4” dip pipe. 
5. Listed by Underwriters’ Laboratories, Inc. 


And, last but not least, these new RegO Multivalve 
Outfits bring you substantial savings in inventory and 
initial costs, due to simplified design, flexibility and large 
quantity production runs. 


“> BASTIAN- BLESSING == 


4201 W. Peterson Ave., — 20, Nlinois 





aS SB 
of Denver, Cole. 
A. C. FINK, S$. A., Mexico, D. F. 


ommneapets. p= 





PIONEER AND LEADER IN THE DESIGN AND 
MANUFACTURE OF PRECISION EQUIPMENT 
FOR USING AND CONTROLLING LP GASES. 





committee of the LP-Gas industry at 
first had been of the opinion that the 
industry should guarantee the number 
of Btu’s in any delivered fuel. These 
officials, however, were finally con- 
vinced by the industry representatives 
that their job is one of measurement 
and not the judgment of quality. 

Speakers at the Pennsylvania meet- 
ing urged that the weights and meas- 
ures matter should be handled as an 
industry problem, and ought not to 
become a matter of competition with- 
in the industry. 

It was stated that weights and 
measures officials had been convinced 
finally that it was up to them to spot 
check in order to catch violators, and 
that they should not put needless re- 
strictions on the industry, such as a 
requirement that every cylinder be 
weighed as it was delivered, which 
would cause a great burden on the in- 
dustry, due to the difficulty of carry- 
ing scales. 

The necessity for tact in dealing 





with weights and measures officials 
was emphasized. 

The menace of electrical propagan- 
da was detailed by Lee Brand, chair. 
man of the national committee for 
LP-Gas promotion. Mr. Brand said 
that the national promotional commit- 
tee would use clean advertising meth- 
ods to combat some types of electri- 
cal advertising which were not sg 
clean. As a warning he cited that one 
electrical group has $1,500,000 to 
spend this year. 

Further impetus to promotion in 
the LP-Gas field was given those pres- 
ent by George Mitchell of the Mitchell 
and Knepper advertising agency, who 
declared that LP-Gas up to now had 
made progress solely on its merits and 
despite the lack of any super-selling 
job. 

The membership voted to provide a 
scholarship for the course starting 
next fall in gas fuel technology at the 
Southern Technical Institute. 

Howard White, executive vice pres- 





This LP-Gas exhibit at the Colorado state fair in September drew thousands of vistors 
(see story in September BUTANE-PROPANE News). The grain exhibit back of it was 
an added inducement to farmers to visit that portion of the fair. 
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VANISHING SHELF-COVER 
Handy, stepsaving, with 
new “full-vision” light. 
Folds down tc cover the 
entire range top when 
cooking is done. 





GRILLEVATOR BROILER 
Fingertip adjustment to 
five levels makes broil- 
ing so easy. New Speed- 
ray Element broils up to 
twice as fast. 











KOOL-KONTROL PANEL 
Designed for your cook- 
ing comfort. Burner 
knobs never overheat or 
discolor. Slanted upward 
for easier reading. 


Now- (KEEFE: MERRIIT Gas Kanegeo 
Ane Lven Laster to Selb / 





Now—the gas range that women pre- 
fer— surpasses its own high standard 
of excellence to become better than ever 
before! To the men who sell O’Keefe 
& Merritt Gas Ranges that’s big news. 
So big, in fact, that we venture to predict 
that you'll be surprised when you see 
what O’Keefe & Merritt has done to 
make your selling job even easier! New 
styling! New “full-vision” lighting for 


the cooking top! New design for the 
exclusive Vanishing Shelf-Cover! Many 
other added conveniences that your 
customers will quickly appreciate for 
easier cooking—that you'll appreciate 
for quicker profits! Today—more than 
ever—O’Keefe & Merritt Gas Ranges 
offer you your greatest profit oppor- 
tunity! Put them to work for you! 
Watch them sell themselves! 


, 


, 
O'KEEFE & MERRITT CO. 3700 £. olympic Bivd., Los Angeles 23, Calif. 
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ident of LPGA, discussed “What 
Makes Your National Association 
Click.” 


A resolution was adopted express- 
ing appreciation for the contributions 
to the industry of the late Samuel 
Kapnek, founder and board chairman 
of the Natural Gas Co., Hammonton, 
N. J., who passed away Aug. 16. The 
members stood for a minute of silent 
tribute to Mr. Kapnek. 

The following were elected as offi- 
cers for the coming year: Len F. 
Finkler, of Rural Gas, Williamsport, 
Pennsylvania, President; J. C. Fletch- 
er of Sun Oil, Philadelphia, Vice Pres- 
ident; W. I. Ronald, eastern Pennsyl- 
vania representative of Pyrofax, Sec- 
retary and Treasurer. Roy Johnson 
was elected member of the Board of 
Directors for District II. 


AGA and GAMA Elect 
Officers at Atlantic City 


D. A. Hulcy, president of Lone Star 
Gas Co., Dallas, became the new presi- 
dent of the American Gas Assn. in 
elections held last month at the as- 
sociation’s annual convention in At- 
lantic City, N. J. Mr. Hulcy succeeds 
Hugh H. Cuthrell, Brooklyn Union 
Gas Co. 

Also elected by AGA members were 
George F. Mitchell, Peoples Gas Light 
& Coke Co., Chicago, first vice presi- 
dent; C. E. Bennett, Manufacturers 
Light & Heat Co., Pittsburgh, second 
vice president; and E. F. Barrett, 
Long Island Lighting Co., Mineola, 
N. Y., treasurer. 

Members of the Gas Appliance 
Manufacturers Assn. also chose of- 
ficers last month. Frederic O. Hess, 
president of the Selas Corp. of Amer- 
ica, became the association’s new 
president, succeeding Stanley H. Hob- 
son, George D. Roper Corp. Louis 
Ruthenburg, Servel Inc., was elected 
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first vice president; A. B. Ritzep. 
thaler, Tappan Stove Co., was chosen 
second vice president; Lyle C. Harvey, 
Bryant Heater Division, became treag. 
urer; and H. Leigh Whitelaw, New 
York, was reelected secretary. 









Thos. G. Fields Named LPGA 
Secretary for S. E. District 


Thomas .G. Fields, retired U. §, 
Marine Corps officer and veteran of 
two world wars, has been appointed 
district secretary of the Liquefied 
Petroleum Gas Assn. for the new 
Southeastern district, Howard D, 
White, executive vice president, has 





TOM FIELDS 





announced. His office which will serve 
the states of Alabama, Florida, 
Georgia, North Carolina and South 
Carolina, is located at 800 Peachtree 
St., Atlanta, Ga. 

A major when he retired from at- 
tive duty in June of this year, Mr. 
Fields has seen 30 years of service 
in the Marine Corps. A considerable 
portion of this time was spent i 
promotional work publicizing corps 
activities. 

Mr. Fields was on sea duty i 
European waters during World Wat 
I. During World War II he served in 
the Solomon Islands campaign and 
was later in charge of the barracks 
at Adak Island and liaison officer be 
















BUTANE-PROPANE News 











Gy Secondary Heat Exchanger* 


the greatest advance since Wall Heaters were invented! 


Outlet for Secondary Heat 
Exchanger®™ 
Exclusive with Holly 





Salient Features: Cool Walls... More Useful Heat and 
eer Efficiency ... Moderate temperature air from 


y Heat Exch aids circulation and heat 





distribution e Burner and manifold assembly one com- 
plete unit, easily removed ® Holly-designed, die- 
formed, electronically welded heating element with- 
out baffles e Absolutely no gas spillage ¢ Annoying 
noises eliminated by unique method of mounting 
element @ Panel fits snugly to either dry or plastered 
wall ¢ Negative pressure maintained on panel avoids 
streaked walls. 


HOLLY ee COMPANY 
ba ee a 


2, 
pent me ny on the new 
ay WarroWatt with Secondary Heat Exchanger. 
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o 
Cireulates 25% more 
warm air —saves heat 
formerly lost through vent 


Now—an answer to all your heating problems. A gas- 
fired, recessed heater, fully vented, which is A.G.A. 
tested and approved under new 1950 Central Heating 
requirements. Approved for use in a 2” x 4” stud wall 
of combustible ials, with a thickness of 
4%” or maximum of 52”. No extra floor space or 
utility room is necessary. There are no ducts fo run, no 
motors or gadgets requiring service. Initial cost to pur- 
chase and install is ly low. Available in sizes 
from 25,000 to 45,000 B.T.U. input. 


wees A NEW EXPERIENCE in 
Heating Comfort with Safety 


Return air to primary and secondary elements is taken 
at floor level, 9 fortable floor temp 

Clearflo Louvers actually direct warm air away from 
the wall.and into the room. Temperature of ‘‘plus’’ air 
from S*H*E* Clearflo Louvers is moderately warm. 
10%, of heater's total output is given off from S*H*E*. 
NarroWall gives you heat where and when you want it. 











A.G.A. approved under 
latest rigid 1950 central heating requirements 
for use with natural, manufactured or L:P. Gas. 


Stubby B= Holly 

flat NarroWall 
‘ad floor ~ recessed 

furnace B=. heater 


Yes'lt be happy with ieee 











tween the Army and Navy forces in 
the Aleutian sector. At the end of 
hostilities, he became assistant direc- 
tor of the 6th Reserve District, com- 
prising seven South Eastern states. 


CNGA Will Celebrate 
25th Anniversary in November 


Highlighting the celebration of the 
California Natural Gasoline Assn.’s 
25th anniversary Nov. 9-10 in Los An- 
geles at the Am- 
bassador hotel 
will be a program 
of technical for- 
ums and presen- 
tations of various 
papers pertinent 
to the natural 
gasoline industry, 
according to E. 
R. Millett, Jr., 
secretary of the 
organization. 

Past presidents 
of the group will 
lead forums and 
discussions the first day. In addition 
to papers on the departmental func- 
tions of an oil company and the sig- 
nificance of operations in California’s 
economy, the association will hear 
discussions on the following subjects: 

“Efficient Operation and Mainte- 
nance of Plant Equipment.” 

“Application of Chemical and Proc- 
ess Engineering Principles to the Effi- 
cient Design and Operation of Nat- 
ural Gas Processing Plants.” 

“Role of the Chemist and Labora- 
tory in Efficient Natural Gas Opera- 
tions.” 

“Efficient Mechanical Design of 
Natural Gas Processing and Compres- 
sion Plants and Natural Gas Gath- 
ering and Distributing Systems.” 

“Efficient Management of Natural 
Gas and Natural Gasoline Opera- 
tions.” 


E. R. MILLETT, JR. 
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“The Conservation of Natural Gas,” 

“The Light Hydrocarbons — Their 
Contribution to the American Way of 
Life.” 

“Human Relations in the Natural 
Gas and Gasoline Industries.” ° 

“The Significance of Natural Ga; 
and Gasoline Operations in Califor. 
nia’s Economy.” 






























CALENDAR 
1950 


Nov. 6—Minnesota Petroleum Gas Assn, 
Annual Meeting. Minneapolis. 


Nov. 6-7——North Dakota LP-Gas Assn. 


Annual Convention. Clarence Parker 
Hotel. Minot. 
Nov. 9-11—California Natural Gasoline 


Assn. Ambassador Hotel, Los Angeles. 
Nov. 13-16—American Petroleum Institute 
Annual Meeting. Los Angeles. 
Dec. 6-7—LPGA Board of Directors. Camel 
Back Inn, Phoenix, Ariz. 


Dec. 8—NGAA Regional Meeting. Herring 
Hotel. Amarillo, Texas. 


1951 


Jan. 4-5—NBPA Directors. Roosevelt Hotel. 
Fort Worth, Texas. 

Jan. 22—Arkansas Butane Dealers Assn. 
Mid-Year meeting. Little Rock. 

Feb.—Indiana LP-Gas Assn. Annual Meet- 
ing and Trade Show. 


Feb. 23—NGAA Regional Meeting. Settles 
Hotel. Big Springs, Texas. 


Mar. 19-2i—GAMA Annual Meeting. The 
Homestead. Hot Springs, Va. 


Mar. 26-28—LP-Gas Service School. Uni- 
versity of Minnesota. Farm School. St. 
Paul. 


Mar. 29-30—New England LP-Gas Assn. 
Annual Meeting. Hotel Statler, Boston. 


April 25-27—NGAA. Mayo Hotel. Tulsa, 
Okla. 


May 7-10—LPGA Annual Convention & 
Trade Show. Stevens Hotel. Chicago. 


June 10-12 — Arkansas Butane Dealers 
Assn. Annual Convention and Tr 
Show. Little Rock. 


June 13-15—Texas Butane Dealers Assn. 
Annual Convention & Trade Show. Hotel 
Texas, Fort Worth. 
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to force a sale. 


There is one hazard in this procedure— 
your prospect may suspect you are trying 





Service, Safety, Sales 





Advantage, Proof, Agreement 











These points cannot be empha- 
sized too strongly. If your product 
or service cannot be of distinct ad- 
vantage to your prospect you are 
wasting your time and his, or hers, 
in proceeding farther. 

If it does offer such an advan- 
tage, and you are convinced it 
does, you are doing both the pros- 
pect and yourself an injustice un- 
less you demonstrate the nature 
and extent of the advantage to be 
gained. You are in a position be- 
cause of your more informed knowl- 
edge of the product or service, and 
how it has satisfied the desires of 
many others, to secure your pros- 
pect’s agreement that certain fea- 
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tures of your product or service 
constitute a distinct advantage. 
Then, proceed to prove that it has 
these desired features, and obtain 
agreement to your proof. 

There is one hazard in this proc- 
ess. Your prospect may assume 
that his having been committed to 
sale on proof of advantage you 
are trying to “force” the sale, and 
therefore refuse to buy although 
he, or she, agrees to your proposi- 
tion. It is better, therefore, that 
you so tell your story that the 
prospect discovers your proof and 
agrees to it possibly without your ° 
pointing it out. This is a case of 
“You can lead a horse to water 
but you cannot make it drink.” 


Part 4. 
By KEITH CLEVENGER 








Five Buying Decisions 











There are five decisions that in- 
fluence a purchase, as follows: 


1..The need. 

2. Which will best serve the need. 

3. The proper price to pay. 

4. The best place to purchase the 
product or service._ 

5. When to make the purchase. 


Compare this with your own ex- 
perience in every buying transac- 
tion except those which constitute 
“must” purchases, and you will 
realize how vital these buying de- 
cisions are, and how carefully you 
must plan, approach and present the 
superior merit and advantages of 
your service to every prospect. 

Your prospect, if worth having 
on your firm’s books, will make 
these five buying decisions before 
agreement to any proposition. Most 
of them may have been made before 
your call. Possibly all but the 
fourth. Do not offend by anticipat- 
ing this situation. You can, how- 
ever, with proper discretion, save 
yourself and your prospect a lot of 
time and trouble if you determine 
early in your interview which de- 
cisions have yet to be made. 

If your preliminary planning and 
approach have been properly timed 
and handled you will know pretty 
well the particular types of prod- 
ucts or services your prospect 
should need. You will also know 
which of these in your line offers 
greater advantage than those he, or 
she, is currently considering. You 
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should also know very definitely } 
that wherever the element of Hkar 


is the prime factor in completing 
the service desired the combined 
efficiency and economy of LP-Gas 
over all other automatic fuels is 
predominant. In this case Decision 
1 is automatically answered. Your 


job then-is to secure the remaining Ff 
decisions, in the order above named, f 


If, as in the case of a customer 
who has been using your firm’ 
services, it is indicated that chang. 
ing to similar services of another 
firm is seriously considered, it be 
comes a problem of starting with 
the decision that has caused this 
consideration of change. It may be 
2 or 3, or both, but certainly Deci- 
sion 4 must be secured in your 
favor. 

Examples of the operation of 
these decisions can be given with- 
out number, but every salesman 
who works studiously and _intelli- 
gently at his job will soon be able 
to determine those which are of 
paramount importance in each con- 
tact with a prospect or customer. 





CLOSING THE SALE 











It is a common expression that 
the true test of selling ability is 
“getting ’em on the dotted line’— 
closing the sale. 

As a matter of fact, this phase 
of the sale begins with the ap 
proach, and if this step and the 


presentation are properly conduct- . 


ed, the close has been formulating 
almost imperceptibly. 
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FLORENCE LP-GAS HEATERS 





RC 22 
22,000 Hourly BTU input 


EXCLUSIVE DESIGN! 


Only Florence offers 7 
models in smart, modern 
designs that fit into any 
home decorative plan — 
like fine furniture. Open- 
window models offer all 
the charm and cozy 
warmth of fireplace heat! 

















PLUS advertising and 
merchandising programs 
that work your way... 
designed for greatest sales 
impact right in your com- 
munity. Big - space news- 
paper and magazine adver- 
greatest in Flor- 


Leading in value 
for 76 years 


- an 


our 
} ’ 
: CUSTOMER'S 
ed, 
ner 
n's EARN 
i EXTRA 
be QUANTITY 
i RCV 35 
+2 DISCOU NTS 35,000 Hourly BTU input 
be | It will pay you to buy your complete line 
i. of heaters from Florence 
ur EXCLUSIVE BURNER! 
Florence’s own multiheat 
burner — scientifically en- 
of gineered to insure perfect 
4 combustion with all types 
th RCV 65°65,000 Hourly BTU input of gas. Built for peak effi- 
an ciency .. . noiseless opera- 
li- tion .. . maximum heat. 
ole 
of 
n- EXCLUSIVE CONSTRUC- 
TION! Built as only Flor- 
ence can build heaters — 
quality material through- 
out... draft diverter con- 
struction... electro- 
welded seams... smooth, ap 
rounded corners .. . easy- tising ... 
to-clean porcelain finish. ence history. 
RCV 45-45,000 Hourly BTU input 
at 
is 
se 
p- 
he 
t- RC 12 
12,000 Hourly BTU inpu 








Cv 20 RC 35 
20,000 Hourly BTU input a 000 Hourly BTU input 
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One rn Plant: K 


k Avenue, N. 
Mart, San Francisco, cai own 





- General Sales Offices and Plant: Gardner, Mass. Mid- 
ankakee, B. Panes hern Plant: Lewisburg, Tenn. Other Sales Offices 
452A tgs ag 3 wrt Chicago; 419 Western Merchandise 
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LP-GAS HEATERS 











The true test of selling 
ability. 





If the prospect’s agreement, 
point by point, has been secured as 
the presentation proceeds, and if 
the buying motives or decisions 
have been properly analyzed and 
met, the close should be relatively 
simple. 

The so-called “psychological mo- 
ment” is merely that point in the 
presentation when these actions and 
reactions have arrived at a proper 
focus. So, if the interview has pro- 
gressed satisfactorily up to this 
point, you have every reason to feel 
that the close is but a formality. 

In some instances, particularly 
where a prospect does not respond 
to the normal presentation, the 
salesman may ask for the order 
early in his presentation so that he 
may bring out any possible objec- 
tions. 

Such salesmen treat objections 
not as obstacles, but as guides to 
the prospect’s line of thought. The 
safer procedure, however, is to pre- 
sent your sales story in such a man- 
ner that all essential points in 
which the prospect should be inter- 
ested are thoroughly covered. 

A good rule to follow, and one 
that many successful salesmen use, 
is never try to sell your prospect— 
buy with him. That is, always look 
at your proposition from his point 
of view, and think what you would 
do or say if you were in his place. 
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This marks the difference between 
the true salesman and the “order. 
taker.”’ The salesman knows or has 
been advised of his _ prospect's 
needs, whether his product or serv. 
ice will satisfy those needs; also, 
whether the reputation for quality 
of his competitor’s products or serv- 
ice may“ offer a better advantage to 
his prospect. These questions an- 


swered in his favor, the chances are 


he has answered the doubts the 
prospect may have had, even before 
he expressed them. But through the 
entire interview he has assumed the 
attitude that he is “buying for,” is 
the “purchasing agent for’ the 
prospect, rather than just “another 
salesman.” 

One of the several good rules to 
follow in closing a sale is to assume 
that the prospect is going to buy. 
Assume a positive attitude without 
being obviously too sure, and there- 
by. influence the prospect to do the 
same. One of the most difficult 
things for people to do is to make 


Look at 


from the 


your proposition 
prospect’s point of 
view. 
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— 
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@ | SINCLAIR LP-GASES 














Yoo tan’t see this passenger—but he's there none the less .. . riding 
on with every shipment of SINCLAIR LP-GASES. He's known as HIDDEN 
INGREDIENT—and covers such important things as INTEGRITY, REPU- 
TATION, RESPONSIBILITY, PERFORMANCE, and REAL SERVICE. 


That's why Distributors like to do business with SINCLAIR... year after 
year. For SINCLAIR is exclusively a wholesaler of LP-Gas . . . never 


competes with any of its customers. 








5 A Great Name tn Ol 
SINCLAIR OIL & GAS COMPANY 
LIQUEFIED PETROLEUM GAS DIVISION °* SINCLAIR BUILDING, TULSA, OKLA. 
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up their minds to do something 
NOW. It is much easier to put it 
off until some time later—until the 
wheat or corn, the hogs or cattle, 
are sold. 

Your prospect may say, “Yes, 
that seems like a good thing, but I 
would like to think it over for 
awhile.” Your answer could well be: 
“That makes me feel like I have 
failed to answer your questions 
fully. If you will tell me what it is 
that is not clear I will gladly help 
you. In any event, let’s think it over 
together, for we both lose if we do 
not.” Often such a_ suggestion 
(again in your words, not mine) 
will reveal the hidden objection or 
doubt and you will be able to close 
the sale. 

Here a case in point comes to 
mind. It is the story of one of the 
pioneer LP-Gas distributors of the 
South, An elderly farm couple had 
been prospects for more than a 
year for a complete cooking, refrig- 
eration, and heating installation. 
Their children were grown and 
married. Their financial status was 
excellent. They had admitted fre- 
quently that “some day” they in- 
tended to have the service, but each 
time a representative of the firm 
called they were undecided. Finally, 
the “boss” went out to this farm 
with one of his salesmen. He talked 
with the couple for awhile about 
the current crops, how the children 
were doing, etc., and then said: 


“Bill, you and Mary are in your’ 


middle sixties. You’ve done a good 
job here, farming and raising a fine 
family. Your children are grown 
and doing well. You’ve got money 
in the bank, and another crop com- 


94 


ing on, so I know it isn’t money 
that’s holding you back from put- 
ting in this gas service. Unless I’m 
mistaken you folks really want the 
conveniences that LP-Gas will give 
you in your older years to make 
your lives more pleasant and com. 
fortable. If that is true then why 
put it off another day, for every 
day you and Mary are getting older. 
Every day you two are just putting 
off the comforts you have hoped for 
and can now have and afford...” 

Right there Bill cut him off with, 
“Oh, shucks! B.T., put her in now. 
When can you send a man out?” 
Every decision but “when” had 
been met. It was merely a matter 
of driving home the desire for old- 
age comfort and convenience that 
did the job. 

Another important point—when 
the sale is closed, get out! Take 
your departure with the same cour- 
tesy and consideration with which 
you conducted yourself in the ap- 
proach and presentation, but, GET 
OUT! Many an otherwise good sale 
has been voided by “chewing the 
fat” after the presentation and be- 
fore the close. 












THE FOLLOW-UP 











If you want to be a “one-time” 
salesman and soon looking for an- 
other job just neglect the follow- 
up. This is particularly true in any 
type of “‘service” business like ours. 

This is the fifth step in selling, 
the one which enables you to keep 
your promises regarding deliveries, 
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MAKE 951 YOUR. 
BIGGEST BUSINESS YBAR 
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EXISTING CREDIT REGULATIONS PERMIT 
BROAD USE OF INSTALLMENT SELLING 

unpreps of LP-Gas dealers are enjoying tremendous retail volume by con- 

H tinued use of time payment sales. Be sure to get your share of new installation 


and appliance business . . . plan now to put our specially designed LP-Gas financing 
service to work for you in 1951. 


3 BASIC PLANS ARE OFFERED 


1—RETAIL INSTALLMENT FINANCING of sales to gas consumers. In one 
package, LPG Credit Corporation will finance the appliances, the lease, fee 
(when container is leased) or the sale price of the complete installation (when 
sold outright) and the initial sale of gas for new installations. 


2—FLOOR PLAN for financing inventories of appliances and containers which 
are purchased by the dealer for resale to customers. ° 


3—FINANCING OF CYLINDERS AND TANKS for dealers leasing systems to 
retail customers. : : 


LPG CREDIT CORPORATION 


. 312 EAST 13lsr STREET, CLEVELAND 8, OHIO 
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LPG Credit Corporation 

312 East 131st Street 

Cleveland 8, Ohio 

Gentlemen: , 

Please send complete details of your financing plans which 
are specially designed for LP-Gas dealers. 
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quality of and satisfaction with 
your service—seeing that the con- 
ditions upon which you made the 
sale have been fulfilled. 

It affords you the opportunity to 
emphasize the advantages you 
pledged your customer when he was 
still a prospect; also, to correct any 
errors or discrepancies that may 
have been made or occurred, before 
they become serious complaints; 
and, otherwise to convince your 
customer that his relations with 
you and your firm are going to con- 
tinue on the same high level of 
mutual confidence and satisfaction. 
And, always remember, your best 
customer may become a’ prospect 
for your competitor if the follow- 
up is not properly observed. It is 
always more profitable to you and 
your firm to keep a person sold than 
it is to lose him and have to sell 
him all over again, or find another 
customer. 


To be continued 


Tentative Standards Adopted 
For LP-Gas Weights, Measures 


In a series of long conferences over 
the period of the past year, LPGA’s 
special Weights and Measures com- 
mittee has met with the subcommit- 
tee on methods of commodity meas- 
urement of the Conference of Weights 
and Measures officials. In its initial 
experience with the Weights and 
Measures officials, this committee 
found that many of the proposals of 
that group that appeared harsh to the 
industry were a result of the fact 
that the Weights and Measures offi- 
cials had many misconceptions of the 
industry’s activities and methods of 
operation. 
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Through this series of conferences, 
the Weights and Measures commit- 
tee obtained many helpful modifica. 
tions and changes in the original 
thinking of the Weights and Meas. 
ures officials. As a consequence of this 
work by LPGA’s Weights and Meas- 
ures committee, the National Confer. 
ence of Weights and Measures off- 
cials tentatively adopted the follow- 
ing standards covering the measure 
ments of LP-Gas: 


Liquefied petroleum gas shall be sold or 
offered for sale by avoirdupois weight, liquid 
measure or cubic feet; provided, however, that 
nothing herein shall be interpreted so as to 
prohibit the sale of liquefied petroleum gas 
by other units recognized and/or approved by 
the authority having jurisdiction if the meter 
or scale and the invoice clearly indicate to 
the consumer the equivalent of such unit in 
peunds and/or fractions thereof. 

When sold or offered for sale by weight, 
variations at the rate of 1 pound per 100 
pounds under the specified net weight of the 
container are permitted in individual contain- 
ers, but the average weights of not less than 
12 containers shall not be less than the marked 
net weight of the container. 

Containers used where gas content is sold 
by package weight must have the tare weight 
plainly marked on the container or on per- 
manently attached appurtenances, and the 
net contents plainly and conspicuously marked 
on the container or on a tag or other type 
of label firmly attached thereto. (Tare weight 
is the weight of the container, valve and 
other permanent attachment, but does not in- 
clude valve protecting cap.) ; 

All meters shall be of a type approved by 
the authority having jurisdiction. 

Each vapor meter dial shall be equipped 
with a cubic foot indicator for checking ac 
curacy. 

When liquefied petroleum gas is sold by 
liquid measure only devices as approved by 
the authority having jurisdiction shall be used 
for such measurement. 

When measured by meter, the meter and 
pertinent equipment must be such as to a 
sure accurate liquid measurement within plus 
or minus 1%. 


It is important to note that the 
adoption of these Standards by the 
Weights and Measures Conference 
does not have the effect of law but 
simply makes these standards the 
recommendation of the conference. 























BUTANE-PROPANE News 




















“8 70-S-1 
tp 70,000 BTU 





/} Your customers will enjoy more comfort 
| and lower operating costs when provided | 
') with a flexible heating system, enabling | 
/} them to have different temperatures in 
') the various sections of their homes, 


'} An inexpensive, yet a ‘highly satisfactory 
F} Zone Control Installation, can be accom- 


F) Floor Furnaces, individually controlled 
4 with Automatic Temperature Controls. 
Temperatures can then be controlled in 
the zone or section of the home in which 


: 
} plished by installing two or more Empire 
each furnace is installed. siden! 





STOVE CO. BELLEVILLE, iLL. 


World’s largest manufacturets of Floor Furnaces 
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Conversions Pay Off Big 





For Kansas Dealer 


EALERS who have been consid- 
ering adding engine conversions 
to their other lines, will be influ- 
enced favorably by the experiences 
of the Hettic Gas Co., of Liberal, 
Kan., managed by Paul Maxwell. 
It has not been more than five 
years since this company was de- 
voting most of its attention to do- 
mestic installations and, following 
the pattern of most dealers, staying 
in a well worn groove of selling. 
But to offset a badly balanced 
5-1 winter load, Hettic began mak- 
ing stationary engine intallations 
for irrigation projects. This led to 


tractor conversions among farmers 
of that area. Now, the picture is 
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completely reversed and summer 
fuel sales have gone as much as 
twice as high as winter sales, and 
steadily remain not lower than a 
ratio of 1-1. 

More than 3000 tractor and truck 
conversions have come into the 
company’s shop in Liberal without 
solicitation and the demand is in- 
creasing. For most part, these 
changeovers have been made for 
use with standard carburetcrs but 


Pawer 














You Can’t 


make the proper LP-Gas 
installation and have cus- 
tomer satisfaction with- 
out proper testing equip- 
ment. The Electro Butane 
Propane Fuel Analyzer is 


your best bet. 
Write Today for Catalog 


Dix Manufacturing Co. 


3447 E, Pico Blvd., Los Angeles 23, Calif. 
Export: 301 Clay St., San Francisco 




















Santa Fe “Custom-Built’’ 
LP-Gas » Tractor & Truck Tanks 








Santa Fe "“Custom-Built" 
LP-Gas Tanks are available 
for any Tractor or Truck 
requirement. Designed for 
fast, simple and inexpensive 

installation. Many stock models available, 
including brackets—others fabricated to speci- 
fications. Licensed and bonded in states where 
required. Tanks comply with N.B.F.U. require- 
ments. U. L. approved valves—excess flow 


protection. Highest standards of engineering, 
materials, and workmanship. 


Write for specifications and counsel. 
g§ f 7 Engineering & 
anta ~7e Equipment Co. 


3814 Fruitland Ave. « Maywood, Calif. 
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Cliff Hill is proud of his converted taxi 
fleet in Liberal, Kan. 


many of them are the vapor, or 
spud-in, systems. Having the state 
distributorship for the Dix carbur- 
etor has prompted the installation 
of this unit generally. Vapor in- 
stallations have been made of all 
makes, principally the J. & S. 
Where it is going to end, Mr. 
Maxwell doesn’t know, but he has 
determined that what was once a 
sideline has now become the most 
profitable part of his _ business. 
Lately his home town officials have 
tested out LP-Gas on the car of 
the local police chief and, as a 
result, all the city cars may be con- 
verted soon. The trucks of at least 
20 local merchants have been con- 
verted, besides many passenger 
cars, and it looks like Liberal may 
soon be a 100% LP-Gas town as 
far as automotive equipment is 
concerned. Even the taxi service 
has gone over to this modern fuel 
but the owner, Cliff Hill, has not 


stopped there. He has had his pri 


vate car changed over and also a 
tractor he owns. 
One of the most interesting jobs 





BUTANE-PROPANE News 





Any 


with | 
on liq 
not ™ 
signe: 
gover 
All d 


0 


CEr 
ig 


Z 
Fa 


Li 
4, 































THE TREND IS 

TOWARD 
THE ECONOMY OF 
BUTANE-PROPANE 





| FORD 
GMC 

FAGEOL 

c INTERNATIONAL 
r WHITE 


: and others 
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Any STANDARD TRUCK ENGINE can be equipped 
tr with a Century Carburetor to operate economically 
aS on liquefied petroleum gas. Century Carburetors are 
a not “adapted” to an engine—they are specially de- 
st signed and built for each engine application. Holley 
es governor controls are incorporated when needed. 
All dual throat carburetors have single adjustment, 
a Oldest Manufacturer of LP-Gas Carburetion 


n — CENTURY GAS EQUIPMENT CO. 
st |} 11188 LONG BEACH BLVD., LYNWOOD, CALIF. 





di YY CARBURETORS 
‘| eae for LP-Gas 
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performed has been on four local 
cement mixer trucks. These have 
two power plants to each mixer 
and all are burning LP-Gas. All 
truck and car installations use Dix 
carburetors up to 400 cu. in. 

The Hettic filling station in Li- 
beral pumps more LP-Gas now than 
gasoline and the firm foresees that 
the automotive end of its business 
will far outrank domestic sales. 

Competition is hot, too, Mr. Max- 
well states. Several dealers nearby 
are seeking the same kinds of ac- 
counts but the demand is great 
enough to keep Hettic busy all the 
time. Natural gas companies are 
fighting for much local business, 
also. 

The Liberal bulk plant of Hettic 
has one 18,000-gallon and one 











N “CYCLONE conversion kit for LP-Gas or 
gasoline operation. Selection of LPG or Gas is 
made from electric switch mounted on dash. 


Cyclone Equip. Corp. 2enri"saw 


Inglewood, Calif. 
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Tank installation in pleasure car. 


12,500-gallon- storage tank. The 
branch at Meade, managed by W.A. 
Cone, has two 18,000-gallon tanks, 
Liberal is but 11 miles from one 
refinery and less than 21 miles 
from two others, so fuel transpor- 
tation is not a problem. 

In addition to handling Dix and 
J. & S. carburetors, Hettic whole- 
sales products of Black, Sivalls 
& Bryson (Climax carburetors), 
L. :C. Roney, Corken Pump Co., An- 
co Manufacturing & Supply Co. 
(hose) and Butler domestic tanks. 
Yet, Mr. Maxwell is looking for 





This Hettic filling station on Highway 
54 pumps more LP-Gas than gasoline. 
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|| CASE TRACTOR 


FACTORY EQUIPPED 
FOR 


LP-GAS 






and 


a1} Carburetion by 


| ENSIGN 





Co. We point with justifiable pride to this very popular J. I. Case Farm 
aks. Tractor, the Model LA, recently offered the trade with complete 
for Ensign LP-Gas Carburetion. 


The big trend toward LP-Gas as an engine fuel is due, in part, 
to an LP-Gas conversion that will really work—a liquid vaporizer 
and carburetor proven through the years to be dependable and 
fool-proof. 

Purchasers of tractors and other equipment with Ensign Carbu- 
retion have learned during the past 40 years that Ensign stands 
faithfully behind every product built. We believe our equipment 
to be the best obtainable. It performs excellently with minimum 
attention. It is reasonably priced and solidly backed by our own 
organization and resources. 

Ensign engineers, servicemen and distributors everywhere are 
glad to be of service. 

“Pioneers in Efficient Carburetion” since 1911. 


ENSIGN cannuntton company 


7010 S. ALAMEDA STREET e P.O. BOX 229 © HUNTINGTON PARK, CALIF. 
ay Branch Factory: 2330 West 58th St., Chicago 36, Illinois 
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more lines and visited California 
last month to obtain distribution 
rights to other equipment. One con- 
tract obtained was for Nicson LP- 
Gas and gasoline manifolds. 


The owner of this Dix conversion 
uses LP-Gas in his tractor, too. 


Important men at the Hettic Gas 
Co. carburetion forum (left to 
right), top: Russ Gasal and Ed 
Bickley, Butler Manufacturing Co.; 
Floyd Selim and Chuck Dougherty, 
Phillips Petroleum Co.; Al Cates, 
L. C. Roney, Inc.; Joe Housewright, 
J & S Carburetor Co. Bottom: 
Tommy Thompson, Black, Sivalls & 
Bryson, Inc.; Paul Maxwell, man- 
ager, Hettic Gas; Joe Becker, 
J & S; Red Gray, Corken's, Inc. 


In the interest of promoting car. 
buretion, Paul Maxwell conducted 
an “LP-Gas Carburetion Forum” 
on Sept. 20 where farmers could 
witness actual conversions being 
made and ask all questions desired. 
The demonstration was headed by 
Floyd Selim, chief carburetion en- 
gineer of Phillips Petroleum Co. A ff 
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Production Built 


Production Priced 


Two Recessed Re- 
lief Valves in Each 
Tank 


Exceptionally Well 
Balanced 


No Frame Rein- 
forcing Necessary 


Motor Fuel Tank 
in Rear Well Pro- 
tected 


Minimum Weight 


Maximum Pay 
Loa 


Prices and specifi- 
cations on request. 











DeLuxe Model Twin Barrel Truck Unit 


These units are built on a production line basis and it is our aim to 
manufacture tank trucks within the price range of the average LP-Gas 
Dealer. These units have satisfactorily met the needs of dealers in most 
states, and numerous companies have disposed of heavier equipment 
and are replacing entire fleets with this lighter weight unit. 

As an additional service we are able to furnish most types of new truck 
chassis, usually at a saving. This enables a dealer to select a truck 
and tanks of his choice, completely equipped and ready to drive away. 
Two to three days is necessary for mounting tanks when truck chassis 
is furnished by the customer. 


TRACTOR TANKS 


Oliver 88 Tractor picture shows 
custom built tractor tank replacing 
gasoline tank. Trac-tor Custom tanks 
are complete with brackets and fit- 
tings. Write for tank prices covering 
all popular models of tractor and 
motor fuel equipment. 


North Texas Tank Co. 
P.O. Box 519 Denton, Texas Phone 146-1323 
Motor Fuel Tanks - Domestic Tanks - Spheres - Truck Tanks - Tractor Motor Fuel Tanks 


2 
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Hettic delivery truck carries cus- 
tomer tank to nearby farm. 


Panhandle Eastern Pipe Line Co., 
uses LP-Gas in this powerful truck. 


complete showing of many makes 
of equipment was made, including 
carburetor systems made by Dix, 
J. & S., Garretson, Climax, Algas 
and Ensign and many makes of 
specially designed tractor fuel 
tanks. Tractors used included the 
Minneapolis-Moline, Case, Interna- 
tional, Oliver, John Deere, Allis- 
Chalmers and Ford. . 

The meeting pulled a big crowd 
and resulted in many new orders. 
The Hettic Gas Co. has a wholesale 
subsidiary named “Southwest Gas 
Equipment Co.,” which is also lo- 
cated in Liberal. 
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279 Milwaukee Taxis 
Will Burn Propane 


HREE CABS have been cruisin 

Milwaukee for two weeks on bit: 
tled gas, states the “Milwaukee Jour. 
nal.” < 

They’re running so much cheapef 
and better than on gasoline, accord- 
ing to the Boynton Cab Co., operator 
of Yellow cabs, that it plans to speni 
$48,000 to convert all its 279 taxis; 

The changeover is costing around 
$150 a cab. 

Propane now costs only about half 
as much as gasoline—llc a gallon, 
according to John P. Boynton, execu-f 
tive vice president of the cab con: 
pany. 

Mr. Boynton will set up a company 
storage farm. It has tanks on order 
at the A. O. Smith Corp., and will 
haul propane to it from railheads or 
docks by a tank truck. 

Propane has been used for 10 years 
by the Steffke Freight Co., Wausau, 
Wis., which now has more than 5) 
trucks equipped for its use. William 
Haupt of the firm’s Milwaukee depot, 
said that some of the biggest trucks 
had gone more than 300,000 miles 
before the motor needed to be re 
bored or given any other major at- 
tention. That is six times better than 
normal. That firm has its own bulk 
tanks in several cities. 

“We’ve gained a tenth more power 
from propane, get no carbon, no oil 
sludge, no oil dilution, have far easier 
starting in winter, and no engine ovel- 
heating even during long idling per- 
ods,” Mr. Haupt said. 

“With high compression engines, we 
get more mileage than with gasoline. 
However, the driver has to be give. 
a little extra training in keeping his 
motors ‘revved up’ and has to leam 
a few tricks about cold weather opet- 
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bulk What angles do you see in this range that lead to sales? Good design 
is visual, construction is solid . . . quality engineering all the way from 

ower base to back rail. Functional features match those that others offer... 

0 ail and price is not only right, it’s bright — a headline maker for any ad 

asier you want to run. 

over Investigate Preway — a potent, aggressive, fighting line that you 

peri- can use to build your reputation as a headquarters store for values. 
Hundreds of dealers everywhere are increasing their business profits with 

B, we Preway — the fastest-growing line of domestic ranges in home appliance 

line. merchandising. Write today for the hard, cold facts. 

riven . 

4 PRENTISS WABERS PRODUCTS CO. 

ma MIG SECOND STREET, N.. WISCONSIN RAPIDS, WISCONSIN 
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A specially designed LP-Gas storage tank 
(Santa Fe Engineering & Equipment Co., 
Los Angeles) that has been made standard 
equipment for the Yellow taxicabs in Mil- 


waukee. 
Journal. 


Photo: Courtesy of Milwaukee 


ation. Propane takes a hotter spark 
and a heat exchange system on trucks, 
but it never floods and never pings. 
We think it’s the finest and cheapest 
motor fuel there is.” 

Propane was used for about a year 
on a dozen trucks by the Hillside 
Transit Co., Milwaukee. Additional 
Milwaukee and Wisconsin truckers 
are giving it thought. Several Wis- 
consin manufacturers of farm trac- 
tors, internal combustion engines or 
other liquid fuel burning engines are 


experimenting with propane as a fuel. © 


Le Roi Returns to Truck Field 
With LP-Gas Engine 


After a 30-year absence from the 
field, the Le Roi Co., Milwaukee, is 
resuming the manufacture of engines 
for heavy duty trucks. 

Today, the firm feels that an engine 
it has been producing for industrial 
use is also suited for trucks. 

The engine is a 207 hp. V-8 type 
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unit which burns butane or propane, 
according to Jack Heuser, sales man. 
ager for motors. Its size is about 60% 


in proportion to other engines devel- f 


oping similar horsepower and gives 
about 50% more horsepower output 
per cubic inch of engine through use 
of high compression, Mr. Heuser said, 

The engines have piston bores 
whose diameter is longer than the 
stroke of the piston. The bore is 4% 
inches, the stroke is 4% inches. This 
is a reversal of standard design for 
such equipment. 

Because of the heavy use given 
trucks designed for operation on 
other than surfaced roads, a V-8 de- 
sign permits a shorter crankshaft, 
Mr. Heuser said.'This in turn permits 
a motor for such trucks to be shorter 
and more rigid, to stand up under the 
strain of operation. The Le Roi en- 
gine weighs 1350 lbs. and also can be 
used for heavy trucks used on high- 
ways. 

Le Roi is making 50 such engines 
for test use on a variety of opera- 
tions around the country. 





The Nicson cold manifold 


Cold Manifolds Available 
From Nicson Engineering 


After 15 years in business convert- 
ing gasoline engines to LP-Gas oper- 
ation, Nicson Engineering Co., of 
Los Angeles, is now specializing in 
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the manufacture of cold manifolds 
for such conversions. 

Offering 69 different models, the 
company has manifolds for all popu- 
lar makes of trucks. Installation is 
simple—no cutting or welding neces- 
sary. Both single and dual manifolds 
are available. 

An increase in efficiency and volume 
up to 15%. over stock manifolds is 
claimed. 

The company is building up a stock 
of high compression heads for Chev- 
rolets (1937-1950 models) with com- 
pression ratios as high as 11:1. 
Heads for Plymouth, Dodge, and Ford 
(6 and 8 eylinder models) can be 
furnished. 


The address of the company is 
1625 So. Alameda, Los Angeles. 


Case Tractors Now Available 
For Use With LP-Gas 


J. I. Case Co., one of the oldest 
manufacturers of wheel-type agricul- 
tural tractors, has designed an LP- 
Gas adaptation for its Model LA gas- 
oline tractor. During the post-war 
period, the demand for LP-Gas in- 
stallations on farm tractors has grown 
so rapidly that several large tractor 
manufacturers have now made this 
equipment optional on certain models. 

Illustrated is the Case Model LA 
showing end-mounted butane-propane 
tank and Ensign Model “R” butane 
regulating unit, carburetor and liquid 
fuel filter. 

Complete details of the tractor and 
its performance are available from 
the J. I. Case factory at Racine, Wis., 
or from its dealers. 


J. I. Case tractors are now being factory-built for LP-Gas and equipped with 
Ensign carburetors. 


NOVEMBER — 1950 











LP-Gas 
Filling 
Station 
Directory 





Owners of LP-Gas filling stations all 
over the United States, Canada, and Mex- 
ico are urged to send information con- 
cerning their locations and services to 
BUTANE-PROPANE News, 198 S, Alvarado 
St., Los Angeles 4, Calif. 

These names will be compiled later in 
book form and distributed to trucking 
firms and individuals who wish to patron- 
ize such filling stations. There is no 
charge for such listings. 

Information furnished should include 
station name, street address or highway 
number, nearest town, owner’s name, and 
kind of services offered. 











ALABAMA 
Foley 

Foley Butane Co. Inc. 
State Hwy. 3 
Conversions 

Open 12 hrs. 

W. Krueger, owner 
Gadsden 

Majure Gas Co. 

12 E. Broad 
Conversions; service 
J. H. Majure 
Geneva 

Economy Gas Co. 
Open 8 hrs. 

Lannett 

Valley Gas Co. Inc. 
251 Lanier St. 

Open 10 hrs. 

J. D. Barton, owner 
Midway 

Adams Gas Co. 
Hwy. 82 
Conversions; service 
J. A. Adams 
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Mobile 
Good Housekeeping Gas Co. 
2861 Old Shell Rd. 
Conversions; service. 
Open 10 hrs. 
F. V. deGruy 
Meadows Gas & Equipment Co, 
1552 Duval St. 
Open-12 hrs. 
C. Meadows, mgr. 


Montgomery 
Suburban Gas Co. 
Hwy. 31 N. 
Conversions; service 
FLORIDA 
Bradenton 
F. A. Harrison Gas Service 
US Hwy. 41 


Open 8 a.m. to 6 p.m. 

F. A. Harrison 
Brooksville 

John D. Law 

285 N. Howell Ave. 

Conversions; service 
Kissimmee 

Parks Furniture-Green’s Fuel 

22 Broadway 

H. T. Simmons, mgr. 
Miami 

Dri-Gas Co. Inc. 

1829 N.E. 2nd Ave. 

Roberts & Blumen, owners 


GEORGIA 


Brookhaven 
Hudson Gas & Appliances 
R. H. Hudson, owner 
Carterville 
Liquigas ‘Co. Inc. 
249 S. Tennessee St. 
Conversions 
Hough & Gibbs, owners 
Columbus 
Reliance Gas Corp. 
6th Ave. at 6th St. 
Conversions; service 
Open 24 hrs. 
Lou D. Hill, owner 
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You are sure to get positive 
action when you specify Supe- 
rior LP-Gas Cylinder Valves. 
The unique design prevents 
leaks, diaphragm failure and 
stem-freezing in closed posi- 
tion. Also, the rugged construc- 
tion gives you ease of operation, 
long service and minimum of 
maintenance. 


It will pay you to investigate Superior LP- 
Gas Valves—write today for Catalog LP-9. 


ERIOR valve and fittings co. 





1509 West Liberty Avenue « Pittsburgh 26, Pennsylvania 
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Overall view of bulk plant and headquarters of Kootenay Propane Gas Co., Nelson, B. C. 


Nelson, B. C., Changes Town Plant 
From Coal Gas to Propane- Air 


C ONVERSION of a 50-year-old coal 

gas plant to propane-air produc- 
tion increased Btu value without 
pushing fuel prices up for citizens of 
the town of Nelson, British Columbia. 
The 850 meters on the mains now 
measure consumption of 650-Btu 
propane-air; formerly, 460-Btu coal 
gas supplied Nelson’s fuel needs. Cu- 
bie foot production costs have been 
reduced two-thirds. 

Conversion to LP-Gas was recently 
completed in Nelson, and Cecil H. 
Smith, owner-manager of Kootenay 
Propane Gas Co., has reported that 
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the new propane-air customers are 
more than satisfied with the “new” 
gas. Mr. Smith was the director of 
the propane-air plant’s erection. Fa- 
cilities include a 30,000-gal. storage 
tank, and a direct-fired 10,000 CFH 
“Gasair” mixing and vaporizing ma- 
chine with fogging and odorizing at- 
tachments. Preservative oil is fogged 
to the mains. 

Only one mixing-vaporizing ma- 
chine has been installed at the plant 
site, but another will be added soon, 
Mr. Smith states. Presently, made 
gas is fed directly to the old coal gas 
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holder. Requirements are manufac- 
tured daily. According to Mr. Smith, 
when the second (standby) machine 
is installed, its operation will include 
use of a surge tank—and the whole 
operation will-be made fully auto- 
matic. 





The gas-air plant of Kootenay Propane 
Gas Co. 


Gas reaches the Nelson plant in 
tank cars from Turner Valley, 
through Western Propane _Ltd., 
which operates a refinery in the val- 
ley. Tank cars are unloaded by the 
pressure differential system, using a 
Brunner compressor. 

Mr. Smith’s company, Kootenay 
Propane Gas, handles cylinder dis- 
tribution in the Nelson area and sup- 
plies the region’s dealer organiza- 
tion. 


Paul Shannon Named Chairman 
LPGA Specifications 


Peter A. Anderson, presidert of the 
Liquefied Petroleum Gas Assn., has 
appointed Paul Shannon chairman of 
the association’s Specifications com- 
mittee. 

Mr. Shannon is associated with the 
Standard Oil Co. of California. 
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NBPA Becomes Co-Sponsor 
Of National Promotional Plan 


National Butane- Propane Assn., 
Minneapolis, has become the fourth 
trade association to co-sponsor the 
recently launched national LP-Gas 
promotional program, Lee A. Brand, 
chairman of the committee in charge 
of the project, announced recently. 

In giving its support to the cam- 
paign, NBPA joins forces with the 
Gas Appliance Manufacturers Assn., 
Liquefied Petroleum Gas Assn. and 
Natural Gasoline Assn. of America 
in the all-out drive of the liquefied 
petroleum gas industry to capture the 
farm, small town and suburban fuel 
markets, 

Mr. Brand, who is vice president of 
the Empire Stove Co., Belleville, IIl., 
was reelected chairman of the Na- 
tional Committee for LP-Gas Promo- 
tion on Oct. 3 in Atlantic City. M. L. 
Trotter, president, Carolina Butane 
Gas Co., Columbia, S.C., and Robert 
E. Borden, Chicago, Ill., were again 
named vice chairman and secretary, 
respectively. 

A three-point venture embracing 
advertising, publicity and employe 
training, the national LP-Gas pro- 
motional program now has 571 con- 
tributing members. 


Alabama Dealer's Growth 
Demands Larger Quarters 


Business has been good for the 
National Butane Co., of Robertsdale, 
Ala.—so good, in fact, that larger 
office and showroom space became 
necessary—so the company has moved 
to the Main Street Annex to the Pure 
Oil Co. building. 

Henry Gunnison is manager and 
Mat Dial is sales manager. In addi- 
tion’to domestic installations, the firm 
specializes in tractor conversions. 
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THE D SERIES 
This is Stampings fin- 
est housing. A one 
piece cover, no 
welds, no seams, no 
joints. Die pressed 
from heavy alumi- 
num — it will not 
break. Maximum 


gulator outfits. Hinge 
is entirely protected 
from weather. Brass 
pin assures easy free 
action. Cover is self- 
supporting when up. 
See models at right. 





coverage on ALL re- 








THE C SERIES 
Designed especially 
for use with small 
and medium size reg- 
ulators. Has Stamp- 
ings quality and 
features at a gi 
low price. Large out- 
put and high produc- 
tion tools make this 
low price possible. 
Cover is one piece 
heavy aluninum, no 
welds, no seams, no 
joints will not, 
break. Drawings at 
tight show models 
available. 





Complete unit with 
hood, post and base 
form. The post con- 
nects to the foot 
which is anchored in 
the concrete, 





Consists of hood, post 
and pre-fabricated base. 
Cylinder locater on post 
for fast servicing. Easy, wall. Simple to install, 


fast to set up. 





THE SH-1 


Complete unit con- 
sists of hood, post 
and foot. Reusable 
metal form (DIF) 
r ded for 





Complete unit with 

hood, post and pre- 

fabricated base. 

Ready to install im- 
a 





pouring base. 


easy to service. 


Consists of a hood, 
hinge-mounted on brack- 
et. Attaches directly to * 


Easy to 
set up. 






















Select the model that you need 
STAMPINGS HOUSINGS ...THE COMPLETE LINE 





Complete’ hood and 
bracket unit for at- 
taching directly to 
wall of building. 
Holes adapted toall 
siding widths. 


THE M-2-PB 


CAST ALUMINUM HOUSING 
This hood is heavy aluminum, 
permanent mold cast. Maxi- 
mum coverage on all regulator 
outfits. Fits snugly, yet oper- 
ates with adequate clearance. 
Your name can be cast in red 
as shown. Complete with hood, 
post and prefabricated base. 





To be used with a standard 
single cylinder of any size. 
Easy to install and inexpen- 
sive to provide. Will ac- 
commodate ‘ell standard 
regulators used on single 
cylinder installations. 








Heavy gauge steel with baked 
enamel, grey finish. Bonderized 
to resist rust. Brass pin hinge. 







Eastern Office at 
522--5th Ave. 
New York 


STAMPINGS INC., DAVENPORT, IOWA 
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Bigger and Better Accounts Replace Customers 
Lost To Natural Gas Along New Mains 


By EARL HOAR* 
Carroll County Butane Co., Bérryville, Ark. 


NE of the biggest problems 

confronting butane dealers to- 
day is one that we in Carroll 
county faced several years ago. 
That is the coming of natural gas 
to a large segment of our state. 
When it was announced in 1947 
that natural gas would be piped 
into Berryville, we felt this was a 
situation to view with alarm. 

As we saw our city accounts 
vanish one by one, we did the only 
thing we could. We turned to the 
rural areas for business. To our 
amazement we found a better busi- 
ness than we had before, and we 
like to think that our selling job 
has meant better living for our 
friends in the rural areas. 

At first it was a selling job we 
had to tackle by ourselves. Like 
people everywhere, most rural liv- 
ers will not have butane gas or 
anything else installed, unless 
somebody first sells them on the 
idea that it will make life easier, 
more comfortable, and more glam- 
orous. 

You fellows who are facing the 
same problem today will have the 
aid of any extensive advertising 
campaign, sponsored by the Na- 
tional Committee for LP-Gas Pro- 
motion. As outlined in the June is- 
sue of the “Arkansas Butane 
News,” between half a million and 
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a million dollars will be spent on 
advertising in farm publications 
and other media which will be di- 
rected at consumers on farms, in 
small towns and suburban dis- 
tricts. 

While the original selling job is 
a big one, we have found that ex- 
pansion in rural areas partly takes 
care of itself. The best salesmen 
for butane are the families who 
have had. butane installed. When 
we first saw that our business 
would have to come from the rural 
areas, we selected the most prom- 
inent homes in various communi- 
ties and sold them LP-Gas. Then 
the other housewives in the com- 
munities visiting in these homes 
looked it over and nagged their 
husbands to death until they, too, 
had it installed. We have moved 
every tank we took out in town to 
homes in the country. 

Keeping up with the Jones is an 
impelling force in rural communi- 
ties, just as it is in bigger towns, 
and maybe more so. And it always 
pays to work from the woman’s 
angle. While we may joke some- 
times how the little woman spends 
money, our high national living 
standard is mostly due to her and 
her power. 

At first most of the gas we sold 
in the rural areas was used for 





*This was presented by Mr. Hoar at the 
1950 annual meeting of the Arkansas 
Butane Dealers Assn. 
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cooking. Then there was an in- 
crease in its use for heating and 
hot water. 

The availability of gas in rural 
areas has been partly responsible 
for the movement to the country, 
to select home sites in rural areas. 
Surrounding every town, large and 
small, in the state, areas have be- 
come developed with some of the 
finest farm homes and country 
houses to be found. Builders of 
these homes are butane users, and, 
in fact, might not have gone to the 
country at all had gas not been 
available. 


Larger Storage Needed 


Most every dealer can get 
enough of these accounts within a 
25 or 30 mile radius to make them 
profitable. Operating cost at a 
greater distance, naturally, cuts 
down profits unless large storage 
tanks are installed. But most cus- 
tomers of this type will be agree- 
able to putting in larger storage. 


Now, as farming becomes more - 


scientific and more mechanized, 
and as emphasis is put on perfec- 
tion of farm products, butane does 
many jobs on the farm, as well as 
in the farm home. Each year finds 
farmers and rural industrialists 
taking fewer and fewer risks of 
loss and spoilage by weather con- 
ditions. They also are seeking 
speed in processing their various 
products. To do this they have to 
depend upon artificial means of 
drying or otherwise curing the 
products. 

As an example, in Carroll coun- 
ty this year most of the first crop 
of hay was lost or damaged great- 





ly by rains which fell daily for 
several weeks just as the hay ma. 
tured and was cut. As a result, we 
are figuring with one farmer now 
on a hay-drying apparatus which 
would use butane. If this is suc. 
cessful, other farmers undoubted. 
ly will adopt this method of drying 
their hay. 

We have built already for this 
same cattleman a little heater for 
a branding iron. While this will 
only use a small amount of gas, the 
hay dryer would use a great deal. 
So we are always on the alert to 
find jobs which gas can do. And 
we find them many and varied. 

To do this we have to be well 
acquainted with the farmer and his 
individual problem. We have to be 
ready at all times with suggestions 
so our rural customers will come 
to us with their heating problems, 
knowing we will have some ideas 
which may be helpful to them. 


Get Behind the Farmer 


Another thing the butane dealer 
must do is get behind any move 
which would help improve the 
farmers’ markets, because the bu- 
tane dealer is one of the first busi- 
nessmen in the community with 
whom the farmer will spend part of 
his increased profits. The farmer 
and his family have become sold 
on better living and they are will- 
ing to pay for it when their profits 
allow them to. 

We have had a Kraft cheese 
plant in Berryville for several 
years and it uses an average of 
about 100,000 pounds of milk daily. 
This milk is furnished by around 
1000 farmers, and part of their 
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Man..the things 
lve got to tell you! 


It’s news the Bryant distributor has 
for you . . . on new products, new 
features to help make 1951 a top- 
profit year for you. 


Take the story of Bryant water heat- 
ers, specially equipped for LP-Gas 
operation, Fiberglas insulated to 
hold heat, guarded against inside 
tank corrosion. 


Take the new Bryant LP-Gas floor 
furnace, so easy to install, so shal- 
low it requires little below-floor 
space. 


You'll hear, too, about the popular 
Bryant LP-Gas space heaters, one 
model with steel radiant front, an- 
other with no-blast fan circulation. 


You'll like the modern LP-Gas 
radiant-panel heater that fits flush 
to the wall, requires no cutting of 
carpeting or floors. 


Make a date with the Bryant dis- 
tributor . . . the man who’s got 
things to tell you! Or write Bryant 
Heater Division, Dept. 209. Affiliated 
Gas Equipment, Inc., 17825 St. Clair, 
Cleveland, Ohio. 





The most complete line of gas heating equipment 
in the nation 
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milk pay checks are spent with us. 

At the present time there are 
under construction in our county 
15 new grade “A” dairy barns and 
several other farmers plan to build 
later. These are a result of a dairy- 
man’s association which found a 
market for grade “A” milk. Each 
of these barns, to meet grade “A” 
standard, must have hot water. 
Butane .will be used to heat this 
water probably in every barn and 
may be used for other appliances. 
Naturally, we are going to do our 
part to encourage these dairymen 
and others to follow their example. 

In our county, of course, the 
main farm use of butane is for 
brooder houses, and this has run 
into big. business. In the past few 
years the broiler and turkey busi- 
ness has increased to really large 
proportions. Carroll county is now 
one of the nation’s top turkey pro- 
ducing counties, and about 200,000 
turkeys will be raised for the mar- 
ket this year. Again butane is do- 
ing the job. 


Potential Butane Users 


Just two weeks ago, incorpora- 
tion papers were filed by a group 
of businessmen who plan to build 
a half-million dollar poultry proc- 
essing plant and freezing plant for 
vegetables and fruits in Berryville. 
This will improve the market pros- 
pects for our present farmers and 
also would draw a hundred or so 
new farmers to our county. All 
of these would be potential butane 
users. 

In the past few years our busi- 
ness has doubled and during most 
of that time natural gas has been 
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our competitor. We have found it 
to be a business builder for us, 
rather than a detrimental factor. 
For while we lost most of our home 
heating accounts in town, it has 
brought in industry which has put 
money in the famers’ pockets, mak- 
ing them able to buy our products, 

So, if“ Arkansas butane dealers 
will set their sights on the rural 
areas surrounding their towns, 
their view will brighten consider- 
ably. Servicing these accounts may 
be a little more expensive. But 
taking into consideration the fact 
that they will accept larger stor- 


age tanks, it balances out all right. 7 


Rural Advantages 


There are advantages in dealing 
with the rural people. In the first 
place, they are usually cash cus- 
tomers and save a great deal of 
bookkeeping and delay in collec- 
tions. In the second place, they do 
not demand as much service as 
town customers. In town when 
something goes wrong with a pipe 
or an appliance, there is an imme- 
diate call to the butane dealer for 
repairs. Men in the country have 
become accustomed to doing a lot 
of their own trouble shooting, and 
do not bother a dealer unless it is 
absolutely necessary. 

So when the natural gas lines 
come to your town, maybe they will 
help you as they have helped us, 
by forcing us to the rural con- 
munities where we were able to 
render a service to the rural resi- 
dents who were benefited by and 
appreciated our service and whose 
better standard of living enabled 
us to prosper by it. 
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TRANSPORT 
TANKS 















LMC Home Delivery Units are engineered to make you money every 
day of their long life They ore designed and constructed as you 
DOMESTIC 
would have them if you were personolly supervising the job TANKS 
with accent on greater safety, longer life and low-haul- 
cost-per-mile High tensile steel and indented fittings as- STORAGE 
sure © superior safety factor Light weight. low center - TANKS 
of gravity, large capacity pump and volves. allow you SKID 
higher payloads A needle bearing universal joint with : TANKS 
squore shaft allows axial movement of shaft which in 
creases the life of the jomnt 
These are just a few of the 
reasons why the LMC Home 
Delivery Unit ts a money 
maker for you! Put it to 


work for you soon! 


NAME 
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LUBBOCK MACHINE CO. INC. 


LUBBOCK MACHINE CO., INC. 
Lubbock, Texas, Ph. 4631, Box 1138 







Mileage 











NOVEMBER — 1950 


121 











Wall Heater 


Holly Manufacturing Co., 875 S. 
Arroyo Parkway, Pasadena, Calif. 


Model: NarroWall. 


Description: This recessed wall 
heater line features a secondary heat 
exchanger which saves heat otherwise 
lost through the flue. The new heat- 
ers extend from floor to ceiling and 
are AGA tested and approved for use 
within 2 x 4-in. walls covered with 
lath and plaster, wood panels, wall 











HOLLY WALL HEATER 
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board, or other combustible material, 

Sizes available: single or dual mod- 
els with 25,000 and 35,000 Btu input; 
dual model with 45,000 Btu input. All 
models are approved for LP-Gas, nat- 
ural and manufactured. 





DETROIT-MICHIGAN SALAMANDER 


Commercial Broiler 


Detroit-Michigan Stove Co., G.P.O. 
Box 2059, Detroit 31. 

Model: Salamander Broiler. 

Application: The unit has been de- 
signed for small commercial kitchens 
where broiling volume is limited as 
well as for larger kitchens where ad- 
diticnal broiling facilities are required. 

Description: A space-saver due to 
installation on range in the same 
manner as a high shelf, the broiler 
features multi-port, cast burners with 
ceramic radiants. They are front-fired 
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for greater heat flexibility. Fluing 
takes as much as 90% of the cooking 
smoke out through the stack. A front 
located lever raises or lowers the grid 
as required. 


CYCLONE CARBURETION UNIT 


Electric Fuel Valve 


Cyclone Equipment Corp., 10600 
Prairie Ave., Inglewood, Calif. 
Application: For electric change- 
over from LP-Gas to gasoline. Can 
be used on any LP-Gas carburetion 
unit. Adaptable to air horns or any 
line where positive lock-off is de- 
manded; serves as safety device on 
dual tanks to shut off fuel from the 
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cab in emergency or when changing 
from one tank to the other without 
stopping. 

Description: The valves are con- 
structed of a special magnetic steel 
which gives positive action with less 
current than usually required. Valves 
do not have a plunger or any close 
fitting parts to stick or give trouble. 
The screen in the base is easily 
cleaned. 

Specifications: Available in 6 or 12 
volt. Butane valve %-in. flare inlet 
—¥,-in, pipe outlet to be screwed in 
the regulator. Gasoline valve %-in. fe- 
male pipe inlet and outlet to be in- 
serted in gasoline line. This, in con- 
nection with the 3-way switch, makes 
it possible to change from butane to 
gasoline with a flip of the switch. 


Unvented Space Heater 

Thermax Manufacturing Co., 
Camelia St., Berkeley, Calif. 

Model: Thermax Junior No. 13A. 


Description: The heater, designed 
for use in small offices,. kitchens, and 
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THERMAX SPACE HEATER 
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DOMESTIC SYSTEMS of 
Butane Systems —U-69 construction — 101 Ibs. 
working pressure — above or underground. 
Propane Systems — U-69 construction — 200 Ibs. 
working pressure — above or underground. 
200# CAPACITY 
PROPANE CYLINDERS 
200# W.P. 
U-69 A.S.M.E. 
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rumpus rooms containing up to 2500 
cu. ft. of space, features a single 
manual control that operates both the 
gas valve and fan control. Quick 
heat is distributed over a wide area 
through the use of a large, slow-speed 
fan which delivers 60 cu. ft. per min- 
ute of heated air to the floor level. 
It has a rated capacity of 13,000 Btu 
and is approved for all gases. 

The heater is finished in hamertone 
grey and occupies less than 1 sq. ft. 
of space. 


ePiviciien 
PPiilereel 
Pireedeul 
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REZNOR BLOWER TYPE UNIT 


Unit Heater 


Reznor Manufacturing Co.; Mercer, 
Pennsylvania. 

Model: US-B, Unit Suspended, 
Blower. 

Application: Due to quiet operation, 
the heaters are suitable for installa- 
tion in auditoriums, theaters, offices, 
churches, lodge halls, schools, etc. 

Description: Reznor blower-type 
unit heaters may be used where archi- 
tects’ specifications, heating engineers, 
or local codes call for squirrel cage, 
centrifugal type, or multi-bladed blow- 
ers, Eight sizes are available. A belt 
drive is used on larger sizes while a 
direct drive with variable speed con- 
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trol is used on 50,000 and 25,000 Btu 
sizes. 

The heaters are equipped with sum- 
mer and winter switches. Air circula- 
tion is the same as with suspended 
fan types. They are sound-proofed 
and cushioned in rubber and felt to 
deaden vibration. The blower mechan- 
ism is mounted on rubber cushions 
and an air seal of special felt exists 
between the blower and heater. 


Sealing Compound 


I. H. Grancell, 1601 Nadeau St., Los 
Angeles 1. 

Model: “Bestolife’” Lead Seal No. 
960. 

Application: Used as a joint com- 
pound in sealing, fitting, and mating 
of engaged threads. 

Description: Produced specifically 
for liquid petroleum products, the new 
compound is said to provide an effec- 
tive seal resulting in increased effici- 
ency in the lines, increased and uni- 
form line pressures, and greater 
safety. It relieves friction, seizure, 
and galling of mated surfaces, facili- 
tates assembly of parts and prevents 
freezing of joints. It may be used on 
compression type fittings in making 
press fits or metal-to-metal fits and 
on threads of bolts, nuts, studs, etc. 
It is available in 5, 20, and 50-lb. con- 
tainers. 


Product Information 


Sapolin Paints, Inc., 229 E. 42nd St., 
New York City, has developed an 
enamel capable of coating radiators 
and kitchen ranges in a variety of 
colors without fear of cracking, peel- 
ing, or discoloration due to heat. 

Reported to withstand variations 
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Applying Sapolin to an enameled surface 


teh >. 


to cover up bl color. 





or 


in temperatures as well as heat up 
to 500°F, Sapolin radiator and range 
enamel dries hard with  porcelain- 
like finish presenting a durabie, wash- 
able surface that resists hard wear, 
scrubbing, boiling water and grease. 
One small, half-pint can will cover 
an average size radiator or range 
with one coat. 

Sapolin is easily brushed on and 
it has qualities which increase the 
heating efficiency of heating units by 
increased radiation, resulting in more 
heat with less fuel consumption. 


Listing of the Davis “Vapotester” 
by the Underwriters’ Laboratories 
has been announced by Frank Davis, 
Jr., vice president of the Davis Emer- 
gency Equipment Co., Inc., Newark, 
N. J. 

The Vapotester, an instrument for 
the detection of combustible gases 
and vapors, has also been approved 
by the laboratories of the Associated 
Factory Mutual Fire Insurance Com- 
panies. It is widely used in refineries, 
chemical plants, natural or manufac- 
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tured gas plants, gas or oil pumping 
stations and transmission lines, etc,, 
for the determination of hazardous 
gas and/or vapor conditions, and 
the source of leaks. 


Ward Heater Co., Los Angeless has 
announced .a new control for its fur 
naces operating either with by-pass 
or “on and off” feature. 

The “Bilt-In Thermo Control” is 
reported to give improved operation 
and provide complete shutoff feature, 
The by-pass is retained for those who 
prefer it. 

A completely packaged unit, the 
new control is entirely self-contained 
and self-operated by expansion and 
contraction of rod and tube under heat 
influence. For convenience in servic- 





WARD FURNACE CONTROL 


ing, the top portion, containing the 
thermostat-element, may be detached 
by merely removing four screws. An 
additional advantage of this new 
model is that it is available for man- 
ufactured gas as well as natural and 
LP-Gas. 
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Heating Booklet Issued 


A 15-page booklet entitled “How 
to Sell Stiglitz Warm-Aire Gas Heat- 
ers,” issued by the Stiglitz Furnace 
& Foundry Co., tells not only how to 
sell Stiglitz heaters but how to sell 
the heating load in general. 

Presented is basic information on 
different types of gas—natural, manu- 
factured, mixed, and LP-Gas; discus- 
sions of heat transfer by conduction, 
convection, and radiation; methods 
of sizing heaters; and a 21-question 
quiz for dealers and their employes. 

This instructive booklet can be had 
upon request to Stiglitz Furnace & 
Foundry Co., Louisville 3, Ky. 


Servel Distributors Win 
Anti-Trust Test Case 


One of the questions asked by the 
U. S. Department of Justice about the 
operation of Servel, Inc., and its sys- 
tem of distribution was answered last 
month by a Philadelphia F'ederal 
court. Two Servel distributors, The 
Philadelphia Gas Works Co. and Mo- 
tor Parts Co., were acquitted of the 
charge that they conspired to fix 
prices on Servel refrigerators in vio- 
lation of U.S. anti-trust laws. 

Although not a party to the suit 
(Servel still faces the charge that it 
has conspired to monopolize the pro- 
duction of gas-fueled refrigerators), 
Servel has taken the Philadelphia ver- 
dict as proof that the charges against 
the company and its representatives 
are unjustified, according to president 
W. Paul Jones. 


Clever Promotion Builds 
Service School Attendance 


Publicizing any LP-Gas_ industry 
activity is often the key to its success, 
as the executives of Maine Gas & 
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Appliances, Inc. (Portland), can at- 
test. And they made sure that the 
company’s service school and conven- 
tion, held in Scarborough Oct. 17-19, 
would be well attended—by a care- 
fully planned publicity program in 
advance. 

Representation of Maine Gas’ entire 
dealer organization was assured by 
this program. The company provided 
that all the dealers were well advised 
of the school long before it was to 
be held, and direct-mail promotion 
reminded them of it every few days 
thereafter. Each mailing-piece was a 
colored sheet, with a cartoon sketch 
of one of the major speakers, a pro- 
vocative headline posing the problem 
to be answered by the speaker’s ad- 
dress, and, the who, what, why, where 
of the meeting. In addition registra- 
tion blanks were sent out well in ad- 
vance of the event, as were broad- 
sides, letters, and program schedules. 

Specific appliances and their opera- 
tion were explained by representa- 
tives of the manufacturing compa- 
nies, and Maine Gas engineers and 
sales leaders attacked service and 
sales problems in their addresses. 
The company is headed by C. C. 
Turner, president. : 


E. M. McCord, El Dorado, Ark., 
Killed in Auto Accident 


E. M. McCord, an employe of El 
Dorado (Ark.) Butane Gas Co. Inc., 
was killed in a three-car automobile 
accident near Magnolia, Ark., Aug. 30. 

Mr. McCord was a passenger in the 
car of Gene Walden, traveling repre- 
sentative of Harris Distributors Inc., 


. Little Rock. Mr. Walden suffered a 


broken kneecap in the accident, in 
which his car was struck head-on by 
a_car which had caromed off a third, 
stalled vehicle on a rain-swept high- 
way. 
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United Petroleum Celebrates 
Fifth LP-Gas Anniversary 


Its fifth anniversary of service to 
the LP-Gas industry was celebrated 
in September by United Petroleum 
Gas Co., Minneapolis. Under Presi- 
dent F. T. Carpenter, UPG specializes 
in equipment design, transportation 
facilities, utilization counsel and stor- 
age, handling and sales of LP-Gas. 

Mr. Carpenter, a veteran of 25 
years in the gas industry, in utility 
work and later in LP-Gas enterprises, 
is aided in administration of UPG by 
F. H. Andrews, vice president, and 
W. A. Powers, manager of supply and 
transportation. 

Concurrent with announcement of 
the company’s anniversary celebra- 
tion, UPG released news of develop- 










ment of a new transport and unload- 
ing service. A specially designed A- 
frame, mounted to the rear of a truck 
tractor cab, facilitates efficient un- 
loading of UPG transperts at their 
destinations. After success was 
achieved with the company’s first 
experiments with such a system, a 
second, larger tractor-trailer combi- 
nation was built; it went into service 
Oct. 1. Both units are fueled with 
propane. 


Denver Man Heads Water 
Heater Sales for Second Year 


For the second year in a row, D.A. 
Bell, of Denver, is “King of the Court 
of Flame,” GAMA’s mythical ruler of 


“= UNITED 
PETROLEUS GAS (0, 
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Photo shows shipment of United Petroleum Gas Co.’s LP-Gas systems being unloaded 
on dealer’s premises. Specially designed A-frame mounted on tractor-trailer combination 
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: PROFIT PLAN 
FOR PHILLIPS CONTRACT 
CUSTOMERS? 
r 
\. 
- High Quality Product. Phillips 


research, modern equipment, and 
exacting standards insure quality. 


Dependable Supply. You can 
count on Phillips for prompt, reliable 
deliveries, at all seasons. 
Experienced Engineering. Cail 
on Phillips for advice on technical 
problems. 

Practical Marketing Help. An- 
other important part of Phillips ser- 
vice to large or small plants. 
Operating Assistance. You get 
valuable aid on safety and distribu- 
tion problems. 


| PHILLIPS PETROLEUM COMPANY 


PHILGAS DIVISION * SALES DEPARTMENT 
BARTLESVILLE, OKLAHOMA 







District offices in Amarillo, Tex., 
Atlanta, Ga., Chicago, Ill., Denver, Colo., 
Des Moines, la., Detroit, Mnich., 
Indionopolis, Ind., 
Kansas City, Mo., Milwoukee, Wis., 
Minneapolis, Minn., New York, N. Y., 
Roleigh, N. C., St. Louis, Mo., 
Tulsa, Okla., Wichita, Kan. 
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all automatic gas water heater sales- 
men. The title, given each year to the 
salesman who sells the most heaters, 
was presented last month at the 
GAMA biennial exposition in Atlantic 
City. 

Mr. Bell is president of the Colo- 
rado. Master Plumbers Assn. and is 
head of Bell Plumbing & Heating Co., 
Denver. For winning the sales con- 
test for thesecond straight year, he 
was given the three-day trip to At- 
lantic City for two, and $500 worth 
of prizes manufactured and presented 
by Owens Corning Fiberglas Corp. 

Forty-nine other water heater sales- 
men throughout the U. S. and Hawaii 
were honored for their 1950 sales ef- 
forts with testimonial scrolls and 
Fiberglas products. There were also 
merchandise prizes totaling $180,000 
in value, which were awarded through 
accumulated point values in the “Court 
of Flame” contest. 


STATEMENT OF THE OWNERSHIP, MAN- 
AGEMENT, AND CIRCULATION REQUIR- 
ED BY THE ACT OF CONGRESS OF 
AUGUST 24, 1912, AS AMENDED BY THE 
ACTS OF MARCH 3, 1933, AND JULY 2, 
1946 (Title 39, United States Code, Section 


33). 
Of BUTANE-PROPANE News, published month- 
ly “9 Los Angeles, California. for October 1, 


1. The names and addresses of the publisher, 
editor, managing editor, and business man- 
agers are: Publisher, Jay Jenkins, 198 South 
Alvarado St., Los Angeles 4, California; Edi- 
tor, Lynn C. Denny, 198 South Alvarado St., 
Los Angeles 4, California. 

2. The owner is: (If owned by a corporation, 
its name and address must be stated and also 
immediately thereunder the names and ad- 
dresses of stockholders owning or holding 1 
percent or more of total amount of stock. If 
not owned by a corporation, the names. and 
addresses of the individual owners must be 
given. If owned by a partnership or other 
unincorporated firm, its name and address, 4s 
well as that of each individual member, must 
be given.) 

Jenkins Publications, Inc., 198 Sowth Alva- 
rado St., Los Angeles 4, California. Jay Jenk- 
ins, Helene Jenkins, James E. Jenkins, Eloise 
Jenkins, 198 South Alvarado St., Los Angeles 
4, California. 

3. The known bondholders, mortgagees, and 
other security holders owning or holding 1 
percent or more of total amount of bonds, 
mortgages, or other securities are: (If there 
are none, so state.) None. 
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C. R. Ramsey Now Manager 
For Tennessee Rulane Co: 


C. R. Ramsey 
has been named 
branch manager 
of the Tennessee 
Rulane Co. in the 
Kingsport, Tenn,, 
area. He will re- 
place R. L. Me- 
Cuen, who _ has 
been transferred 
to the Bennetts- 
ville, S. C., plant. 
A native of Lex- 
ington, Ky., Mr. 
Ramsey has been 
with the Tennessee Rulane Co. since 
1940. He has served as manager of 
several plants and goes to Kingsport 
from Shelby, N. C. 





Cc. R. RAMSEY 


Georgia Gas & Appliance 
Installs 18,000-Gal. Bulk Plant 


The Georgia Gas & Appliance Co. 
and affiliated companies, which cover 
one-half of Georgia and claim to be 
the oldest LP-Gas distributors in the 





4. Paragraphs 2 and 8 inelude, in cases 
where the stockholder or security holder ap- 
pears upon the books of the company as trus- 
tee or in any other fiduciary. relation, the 
name of the person or corporation for whom 
such trustee is acting; also the statements in 
the two paragraphs show the affiant’s full 
knowledge and belief as to the circumstances 
and conditions under which stockholders and 
security holders who do not appear upon the 
books of the company as trustees, hold stock 
and securities in a capacity other than that 
of a bona fide owner. 

5. The average number of copies of cocky 
sue of this publication sold or - distribu 
through the mails or otherwise, to paid’ sub- 
scribers during the 12 months preceding the 
date shown above was: (This information re- 
quired from daily, weekly, semiweekly, and 
tri-weekly newensgens only.) 

AY JENKINS, Publisher. 

Sworn to and dain before me this 21st 
day of September, wees. 

ROTHY B. NEWLON. 
Notary public in pe for the County of Los 
Angeles, State of California. 
(My commission expires November 2, 1952.) 
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Holiday Gift Order Form a 


FOR BUTANE-PROPANE NEWS 


Please enter the following gift subscriptions 
and send gift cards as indicated below. . . 
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Send B-P News for years to 
name (please print) 
street 
city, zone, state 
gift card to read 
Send B-P News for years to 
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street 
ity wane ce#a4- ~se 


$2.00 for | Year ® $5.00 for 3 Years 
Foreign Rate $3.00 for 1 Year 
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street 
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gift card to read 
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state, recently completed an 18,000 
gallon bulk storage plant in Madison, 
Ga., for Armor Gas Corp., one of the 
affiliated companies. 

The tank was designed and con- 
structed by the Chicago Bridge and 
Iron Co. All fittings used on this stor- 
age vessel were made by Bastian- 
Blessing Co. The control house is well 
ventilated and the transfer of gas 
is accomplished by an M-3 Smith 
pump and a reversible electrical 
switch which allows the pump to op- 
erate when unloading the tank car as 
well as loading the delivery trucks 
from the same piping. Only three 
valves are needed in this operation 
which eliminates a great deal of re- 
sistance that occurs in the usual by- 
pass system where one pump is used 
for both operations. 

This new plant serves approxi- 
mately eight counties in this section 
of Georgia. George Morris is presi- 
dent of the concern; Ed M. Harpe, 
executive vice president and general 
manager, and J. W. Brittain has been 
appointed branch manager. 


Protane's Largo (Fla.) Branch 
Has Modernistic Building 


The accompanying photograph shows 
the new building housing the offices 
and showrooms of the Protane Corp.'s 
Largo, Fla., branch. Functional in de- 
sign, the structure makes the most of 
Florida’s sun and light while at the 
same time~shading the windows s0 
that window shoppers have a glare- 
proof view of the interior. This is 
achieved by slanting the windows and 
surmounting them with a visor. 

Another advantage in the design is 
the ability to see all the interior 
through the front window. The low, 
flat, ground-hugging characteristics 
lend themselves well to Florida ter- 
rain. 

From the ultra-smart appearance of 
the building you’d think its design was 
executed by a skilled architect. But 
that isn’t so. Mrs. Robert E. Grow, 
wife of the manager and office assist- 
ant, planned the exterior in a profes- 


Sional manner. 


Mr. and Mrs. Grow founded the 


-~.business in 1946. 


























YWLOADING 
HITS 


Here is a compressor-pump assembly that 

will recover more of the liquid and vapor 
from every tank car... producing an extra 
profit that would otherwise be lost. 


Brunner liquid petroleum gas transfer 
units actually pay for themselves in a 
short time from this extra recovery. 
Many years of dependable economical 
operation is another bonus in the 
selection of Brunner. Hundreds in use 
prove these facts. Use the coupon. 


BRUNNER 
MANUFACTURING CO. 


Utica 1, New York, U.S. A. 
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Diagrams on piping, wiring 
and bottling plus technical 
data required by every opera- 
tor. Already used to advant- 
age by hundreds. Send for it. 
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Ist South American Petroleum 
Congress To Be Held in 1951 


A resolution passed by the Perma- 
nent International Council of the In- 
stituto Sudamericano Del Petroleo, 
(South American Petroleum Insti- 
tute), provides that the first South 
American Petroleum Congress will be 
held in Montevideo March 12-16, 1951, 


This congress will principally be 
interested in-the following: 
(1) To study the way to speed pro- 


duction of petroleum and its by- 
products in South America. 


Gas Sorwice (2) To consider the measures to 


recommend to obtain maximum 
economy in production and utilization 

Sere ucts of petroleum and its by-products. 
(3) To examine the possibilities of 
augmenting the interchange of fuel 
® Double Seal among the South American nations. 
er (4) To strengthen the ties of 
Copper Tube Fittings friendship and interchange of ideas 
among those connected with the 

petroleum industry. 

The Uruguay section of the Insti- 


@ Elbow Adapters 


®@ Manifold Fittings tute Sudamericano Del Petroleo has 
m been designated as the committee to 
@ Copper Tubing and be in charge of the organization of 
Manifold Fittings the Congress, and will be located in 
° ° the main office of the Instituto. (Ave- 
for Multiple Cylinder nida Agraciada 1464, Montevideo.) 
Installations 
®@ Gas Stops 


Lewis Jenks Named Manager 
Rockhill (S-C.) Gas Co. 


Folder 101-P Illustrates Resignation of D. H. Hyatt as local 
and Describes Hays LP ‘manager of Rockhill (S.C.) Gas Co. 
% was announced last month by H. 
Gas Service Products. Emerson Thomas, president. 
WRITE FOR YOUR COPY Mr. Hyatt, who retired from the 
company because of problems of gen- 
eral health, has been replaced by 
Lewis Jenks, who was named acting 
HAYS MANUFACTURING co. manager. Mr. Jenks served as whole- 
ERIE, PENNA. sale dealer-contact man in the Caro- 
linas for Rockhill Gas and its affiliates 
prior to this appointment. 
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“Old Faithful” that sa ves money at Yellowstone... 


t 
makes money for you. 


American 


(RED HEAD 


PRIVATE GAS SYSTEM 





For maximum service with minimum fuel costs at Yellowstone 
National Park, experienced gas men, construction experts and 
concession operators selected American Red Head LP-Gas Sys- 
tems—a real tribute to Red Head dependability! And Red Head 
offers you all these other money-making advantages: 


1. Distinctive, customer-pleasing appearance that attracts extra 
business. 


2. Safe, lightweight, high tensile steel fabrication to Par. U-68 
or U-69 A.S.M.E. 


3. Maximum strength trom carefully-controlled dense welds. 
4. Balanced design for adequate gas supply. 
5. Triple inspection assures perfection. 
G. Dependable fittings, completely protected, insure satisfaction. 
7. Easy to install. 

Write today for details of Red Head's special profit plan! 


AMERICAN PIPE & STEEL CORPORATION 


2201 W. Commonwealth Ave., Alhambra, Calif. Cable Address AMPSTEEL 
Los Angeles phone: CUmberland 3-2181 : Alhambra phone: ATlantic 2-3115 
BAKERSFIELD, CALIF., BRANCH: U.S. Highway 99 & Casa Loma Dr., phone: 4-9877 





“Craftsmen 
in Steel” 
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Colonel Norman B. Wood, veteran 
of three wars and for 14 years sales 
service manager of the appliance di- 
vision of Hamilton Manufacturing Co. 
(Two Rivers, Wis.), died Sept. 10. He 
was 60. Col. Wood had a brilliant 
military career of 34 years of service, 
and was holder of the silver star, le- 
gion of merit, and bronze star with 
two oak leaf clusters. 


A $1,000,000 modernization pro- 
gram at its Tiffin (Ohio) pottery plant 
has been scheduled by American Ra- 
diator and Standard Sanitary Corp. 





The 1,000,600th unit made at A. O. Smith 
Corp’s Kankakee, Ill., Works was a 
“Permaglas” 45-gal. gas water heater 
which came off the production line Sept. 
5, less than four years after Kankakee 
Works began operation. In the picture 
are J. F. Donnelly (left), marketing 
director, and F. S. Cornell, division mgr. 
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A new kiln, new casting shop, and 
new warehouse were announced in- 
provements, H. M. Reed Jr., vice pres- 
ident and general manager cf manv- 
facturing, said. Production of vitre- 
ous china plumbing fixtures at Tiffin 
will be increased 10% by the program, 
Mr. Reed said. 


F. T. Richardson has been ap- 
pointed director of public relations 
for American Car & Foundry Co, 
New York. Mr. Richardson jointed 
ACF as public relations assistant in 
1947, after service in the U. S. Army 
Transportation Corps and public re- 
lations assistant for Illinois Central 
railroad. He succeeds Arthur Tuck- 
erman as chief PR man for ACF. 


American Meter Co. has appointed 
Archie E. Weingard as manager of 
production with headquarters in the 
company’s Erie, Pa., plant. Mr. Wein- 
gard has been supervisor of methods 
and assistant to the vice president 
since joining American Meter in 1947. 
Before that, he was associated with 
General Electric for 16 years and with 
Lord Manufacturing Co. for four. 


Changes in the West Coast sales 
organization of A. O. Smith Corp, 
of Milwaukee, were announced re- 
cently by District Administrator R. 
L. Howes. 

Harry M. Evans has been named 
manager of the San _ Francisco 
branch. He has had extensive ex- 
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perience in the oil, natural gas, and 
allied industries. The San Francisco 
office is in the 111 Sutter St. Bldg. 

Mr. Evans replaced J. J. Stahl, 
who was appointed assistant western 
sales manager of the company’s mo- 
tor division in Los Angeles. 

A new service instruction program 
for A. O. Smith and Burkay water 
heater distributor and dealer service- 
men was inaugurated in May at the 
company’s Chicago and Union, N. J., 
factory service branches. Previously, 
the schools were limited to Milwau- 
kee. 

J. J. Bohmrich, product service 
division manager for A. O. Smith, 
states that initiation of the broader 
program aims at reducing service 
costs for dealers and wholesalers. It 
also answers a need occasioned by 
the rapidly expanding group of con- 
sumer outlets. 

The 8-day session will be held at 
Chicago beginning the first Monday 
of each month and at Union the last 
Monday. 

Directing the program is Charles 
Smith, field service manager of the 
products service division. 


An advertising campaign conducted 
for the General Gas Corp. of Baton 
Rouge, La., large distributor of lique- 
fied petroleum gas, has resulted in 
the “Gold Award” of the- Affiliated 
Advertising Agencies Network being 
imade to Sewell, Thompson & Caire 
Advertising Agency, New Orleans, 
according to Granville C. Sewell, 
head of the advertising firm. R. J. 
Caire is account executive for Gen- 
eral Gas, 

The Gold Award was made on the 
basis of nation-wide competition on 
work done by advertising agencies in 
major merchandising centers through- 
out the United States. 
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Appointment of O. B. Wilt as Cal- 
oric Stove Corp. representative for 
the northern part of California is 
announced by Julius Klein, Caloric 
vice president and general sales di- 
rector. Mr. Wilt’s headquarters are at 
1355 Market St., San Francisco. 

Mr. Wilt has been actively engaged 
in selling and merchandising in north- 
ern California since 1930—for 12 of 
these years with General Electric’s 
major appliance division. 

He served as sales manager for the 
LeRoy H. Bennett Co., appliance dis- 
tributors, for several years. 


J. N. Crawford, director of sales of 
Bryant Heater division (Affiliated Gas 
Equipment, Inc., Cleveland), has an- 
nounced appointment of a new assist- 
ant Southern district sales manager 





Charles W. Zemer, Chambers Corp., Shel- 
byville, Ind., shows the Chambers range 
trophy to Mrs. America (Mrs. Betty Eileen 
McAllister, Johnstown, Pa.) for profici- 
ency in the cooking phase of the Mrs. 
America contest. 
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Vented Heaters 


PREMIER points the way to faster 
turnover . .. bigger profit! Four 
beautiful, brown porcelain enamel, 
trimmed-in-chrome models. 15,000 
B.T.U. to 40,000 B.T.U. Efficient cast 
iron burner easily removed for clean- 
ing if necessary —exclusive with 
PREMIER. All A.G.A. approved. Con- 
stant burning manual pilot standard 
equipment. 


Premier 


ih el Se 
STOVE COMPANY 


100 SOUTH SIXTEENTH STREET 
BELLEVILLE, ILLINOIS 





to work closely with Southern mana- 
ger J. H. Swallow. He is Charley 
Lockhart, Jr., formerly associated 
with Sun Oil Co. and Lone Star Gas 
Co. (Dallas), of which he was man- 
ager of the dealer sales department 
prior to joining Bryant. 


Servel, Inc. of 
Evansville, ‘And., 
manufacturer of 
gas appliances 
and equipment, 
announces the 
appointment of 
Miss Bea Lawson 
Miller as home 
service director of 
the firm. John K. 
Knighton, gen- 
eral sales mana- 
ger, said that in 
her position Miss 
Miller will supervise Servel’s program 
of educational service to homemakers 
through the home service departments 
of both gas utility companies, coast- 
to-coast, and appliance distributors. 

Miss Miller has had extensive ex- 
perience in the home economics and 
consumer education fields. After re- 
ceiving two degrees from Teachers 
College, Columbia University, she was 
an instructor in foods and cookery at 
Teachers. Later she was editorial as- 
sistant at both the Good Housekeep- 
ing Institute and the General Foods 
Corp. Immediately before the war, 
Miss Miller was home service direc- 
tor of the Great American Tea Co. 


BEA L. MILLER 


The appointment of James M. Wilce 
as “Janitrol” sales engineer in the 
Lansing, Mich., area has been an- 
nounced by H. C. Gurney, sales man- 
ager of the Janitrol domestic-com- 
mercial division, Surface Combustion 
Corp. 

Mr. Wilce will work under the gen- 
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This one non-hardening 
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Underwriter’s approved 
for all petroleum liquids 
and gases, including Bu- 
tane and Propane; high- 
ly effective on steam, 
water and. many other 
services. ~ : 


Simplifies maintenance 
and prevents dangerous 
leaks in threaded and 
gasketed connections. 

The non-hardening qual- 
ities of “PLS” allow easy 
thread dis-assembly and 
re-use of gaskets. 

ddeal for underground 
connections and outdoor 
equipment in all kinds 
of weather. 


Write for free test sample 
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PACKING COMPANY 


Dept. BP11, 1838 Cuyler, 
Chicago 18, II. 


PACKINGS AND 
MECHANICAL SEALS 
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eral supervision of Abner Baker, who 
is district manager of the Michigan 
territory. He will maintain his local 
headquarters at 243 Louis St., East 
Lansing. 


Robert W. Line- 
han, manager of 
natural gasoline 
division and crude 
oil sales, has been 
appointed vice 
president of An- 
chor Petroleum 
Co., Tulsa, it is 
announced by W. 
A. Baden, presi- 
dent. 

Mr. Linehan is 
from Olean, N.Y. 
and attended 
George Washington university and St. 
Bonaventure university. He was a 
member of the faculty of the school 
of commerce, St. Bonaventure univer- 
sity, Allegheny, New York, and an ar- 
tillery officer in ‘World War II. 


R. W. LINEHAN 


With the completion of two new, 
one-story additions to present facili- 
ties at 4201 W. Peterson Ave., Chi- 
cago, The Bastian-Blessing Co. will 
oceupy nearly six acres of floor space. 
Announcement by President L. G. 
Blessing: of the two projects said 
that the first 42x 90-ft. wing addi- 
tion is now under construction and 
that the second, a 60x 300-ft. struc- 
ture, is to be started soon. 


Lee A. Brand, vice president of 
Empire Stove Co., Belleville, Ill., has 
announced the appointment of Ernest 
W. Rubin as manager of the Empire 
branch office located at 1331 East 
35th St., Tulsa, Okla. 

Prior to joining Empire, Mr. Rubin, 


who is well known to the industry, 
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HEMISPHERICAL HEADS 


FOR STORAGE TANKS AND UNFIRED PRESSURE VESSELS 
API-ASME CODE 


One Piece Type in—15”-16”-19”-24-28” Outside Diameter 
38’-40'2”-48” Inside Diameter 


Segmental Type in—48”-57 2”-6012"-76'2"- 
108”-126” Inside Diameter 


Write for our Tank Head Catalog 


THE COMMERCIAL SHEARING & STAMPING CO. 


P.O. Box 719 Youngstown 1!, Ohio 
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Liquefied Petroleum Gas 
Cities Service Oil Co. 


A DEPENDABLE SOURCE 
UNIFORM PRODUCTS 
A CAPABLE SUPPLIER 
TWENTY YEARS’ EXPERIENCE 


IN LP GAS ALSO 
CITIES SERVICE 
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GOOD SERVICE 
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CHICAGO, ILL. 
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was associated with Anco Manufactur- 
ing and Supply Co., of Tulsa. 

Also recently appointed by Empire 
is Kenneth C. Lever as branch man- 
ager of Kansas and Northern Missouri 
with offices located at 1007 North 
Main St., Independence, Mo. 

Mr. Lever has extensive retail and 
wholesale experience in sales, service 
and gas appliances. 

Empire Stove will launch a big 
coast-to-coast advertising program 
immediately and carry it through the 
fall season, J. J. Byrne, advertising 
manager, announced recently. The 
campaign, aimed at a tie-in with the 
Old Stove Round Up, will go on the 
air over 910 stations with a potential 
audience of 22,000,000. Tie-in dis- 
plays will be available to Empire 
dealers. 

A step upstairs within the Empire 
organization was taken by William G. 
Adair last month. Mr. Adair, former- 
ly district manager of the Little Rock 
(Ark.) district, became branch mana- 
ger of the northern Indiana, northern 
Illinois, and southern Wisconsin ter- 
ritory. 


Charles R. Whitehorne, widely 
known in the LP-Gas industry, has 
been made Weatherhead Co. LP-Gas 
division sales representative in New 
Jersey, eastern Pennsylvania, Dela- 
ware, Maryland, and Virginia, it has 
been announced by T. V. Scott, sales 
manager. 


Earl H. Lenz has been appointed 
vice president in charge of bus pro- 
duction and engineering at Twin 
Coach Co., Kent, Ohio, and Fort Erie, 
Ontario, according to F. R. Fageol, 
chairman of the board. 

Mr. Lenz has been chief engineer . 
and assistant to John J. Lee, vice 
president in charge of manufacturing, 
for the past year. 
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JOHNSON GAS APPLIANCE COMPANY 
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OUR 

FASTEST 
SELLING 
i LP-GAS . 
RANGE 


With These “Sweet 16”’ 
Features! 
1. ‘Robertshaw’ OVEN HEAT CON- 
TROL 
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Large, Seamless GLASS LINED 
OVEN 
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. Harper-Wyman Top Burners 
Non-Clog, Speedy Action 
4. Top Burners, 9x10%%” Centers 


5. 2%” THICK INSULATION 
Owens-Corning Fibreglass 


6. Reinforced Steel Body Frame 
7. ROLLER-BEARING DRAWER 


BROILE 
Glass Lined Throughout 
8 Heavy RUST-RESISTING OVEN 
RACKS. Non-Tilt, Easy-Sliding, 
Self-Stopping 
9%. Porcelain Enamel Cooking Grids 
10. Porcelain Overflow Burner Tray 
11. Automatic Instant Top Burner 
Lighting 
12. LOW GAS CONSUMPTION 
Insured by Perfectly Fitted Doors 


13. Matches Modern Kitchen Equipment 


14. Flush to Wall Construction 
Ample toe space. 


15. Chrome Trim Door and Valve Handles 
16. American Gas Association Approved! 


Write for FREE Catalog and Prices 
on the complete EAGLE line, today. 












BELLEVILLE ILLINOIS 
















EAGLE FOUNDRY CO. 


Hays Manufacturing Co., Erie, Pa., 
announces the appointment of Guy 
T. Ashworth as sales representative 
for the states of Louisiana, Mississ- 
ippi, and Tennessee. 

Mr. Ashworth was graduated from 
Leuisiana Polytechnic Institute in 
1948 and has since done post-gradu- 
ate work while acting as instructor 
in Louisiana.State University. 

William H. Ashworth, Virginia 
Polytechnic institute graduate and 
navy veteran, has been appointed 
Hays Manufacturing representative 
in Virginia, Maryland, South Caro- 
lina, and District of Columbia. 


American Gas Machine Co., Albert 
Lea, Minn., was recently purchased by 
Queen Stove Works Ine., also of Al- 
bert Lea. Following resignation of 
all American Gas Machine officers, 
new executives were named: presi- 
dent, F. A. Trow (also president of 
Queen Stove); vice president, R. C. 
Trow (also general manager of the 
Almco division, Queen Stove); secre- 
tary-treasurer, C. E. Holmquist (also 
secretary-treasurer of Queen Stove); 
directors, R. A. Trow, R. D. Putnam, 
and B. O. Knudson; advertising and 
sales promotion manager, R. D. Put- 
nam (also holds the same position for 
Queen Stove.) 


Laverne N. Zimmerman has been 
named sales representative for the 
Mueller “Climatrol” line of heaters 
and burners of the L. J. Mueller Fur- 
nace Co., Milwaukee. Mr. Zimmerman 
will work out of Kenmore, N. Y., in 
covering his territory in New York, 
Pennsylvania and Massachusetts. 


Frank Brigham has joined the 


Cities Fuel Corp., Fresno, Calif., as 
sales manager. He formerly occupied 
a similar position with Pacific Tanks, 
Los Angeles. : 
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@ Big flat grips exert pressure Ovét j 

effective seal between hose and coupling is chnaie without 
pinching. Weakening the hose at the coupling is avoided; wicking retarded 
and long hose life assured. 
Easy to assemble, no special tools are required. Simply tightening the 
coupling contracts the flat spiral grip. On every test, high pressure LPG 
hose burst before the coupling showed signs of leakage. 
For safety, assurance against leakage, and low cost maintenance, specify 
Super-Grip couplings. Write for catalog and prices. 


The INTERNATIONAL METAL HOSE CO. CLEVELAND 3, OHIO 
A Division of The Gabrie! Co > 


TESCO 


Model 900-B STOCK TANK HEATER 











@ Expressly designed for liquefied Petroleum gases. 
@ Fully guaranteed to give excellent performance. 


@ Can be adjusted to keep your stock drinking 
water at a suitable temperature in any weather 


conditions. 
FEATURES 
e 17,500 BTU input capacity e Drilled port, cast iron 
¢ 60 Ib. weight insures sub- burner 
mersion e Will not leave film on 
water 


Also manufactures Blu-Blaze Space Heaters, Blu-Blaze 
Draft Caps, and Gas Plates. 


TESCO Yrcoycraled 


110 S. NORFOLK @ TULSA, OKLA. 








NOVEMBER — 1959 






























ONE OF THE 
BIG THREE 


STANDARDIZATIONS 
—WELDIT TORCHES 


( —_ Weldit Torches have been accepted as stand- 
ard by one of the divisions of the Big 3 
automobile manufacturing group. Such recog- 
nition hallmarks Weldit Torches as tops in 
quality and performance, Shown above is 
the initial shipment of rugged Weldimatic No. 
C-47 Lightweight Blow Pipes and No, W-46-F 
Heavy Duty Weldimatic Welding Torches. 


_ Write today for technical information that 
will save you money in your welding oper- 
ations. r) 
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J. F. HENNESSEY G. A. SCHLATTER 


Lloyd C. Ginn, general sales mana- 
ger of Western Holly Stove Co. (Cul- 
ver City, Calif.), has announced two 
appointments at the company’s exec- 
utive level: George A. Schlatter, for- 
merly merchandising manager, is now 
director of merchandising; John F. 
Hennessey, formerly sales supervisor, 
has become sales promotion manager. 
Creation of the two new positions 
within the Western Holly organiza- 
tion comes as the result of a belief 
by the firm that there is immediate 
need for salesman-training activities 
and increased effort in merchandising 
the company’s product. Both new ap- 
pointees are gas industry veterans. 


Natural Gas Equipment, Inc., manv- 
facturers and distributors of gas and 
oil burning equipment, moved to new 
headquarters recently at 190 Glenarm 
St., Pasadena. R. L. Grutzmacher is 
vice president in charge of Natural 
Gas operations at the new headquar- 
ters office. 

Branch offices are in Bakersfield 
and San Francisco with field repre- 
sentatives in various cities in the 
Western states. The company is ex- 
clusive West Coast representative for 
Surface Combustion Corp., of Toledo, 
and other manufacturers, 
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A.G.A. APPROVED 
Radiant and plain front fully 
vented models. 

20,000 to 60,000 B T.U. sizes. 
Manual or Automatic Controls. 
NEW Silver-Tan finish. 
NEW Seam Welded gas tight 
heating sections. 

Write NOW for complete NEW 
literature on the line that sells. 
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Forced air and gravity, Gas Circula- 
tors— Unit Heaters — Panel Heaters — 
Wall Heaters — Radiant Heaters. 
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Truck Mounting Pumps - 
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free 
bulletin 
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today. 
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——/ YOU CAN SELL 
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LP GAS-FIRED 


INCINERATOR 


asa year’round load builder 


INCINOR is the only gas- 
fired incinerator offering standard units in 
both 2-bu. and 4-bu. sizes. 


APPROVED BY A.G.A. FOR USE 
WITH LP-GAS 





L. P. GAS DEALERS DO WELL 
WITH INCINOR 
Phone, wire or write the fac- 

tory for REASONS WHY. 








Bowser, Inc., Incineration Div. 
CAIRO, ILLINOIS 



















R. Chris Nitschke has _ joined 
Rockwell Manufacturing Co. as a 
project engineer on the company’s 
petroleum products. 

Mr. Nitschke was formerly em- 


| ployed by Standard Vacuum Oil Co. 


as assistant chief engineer. 

M. J. Harper, New York district 
manager, Rockwell Manufacturing 
Co., has announced the appointment 
of Harry J. Séhneider as a sales 
reprecentative. 

Mr. Schneider will assist D. L. 
Jerman in sales work for all gas 
products used in the gas industry in 
the state of New Jersey, and regulat- 
or and valve lines of the Pittsburgh 
Equitable Meter and Nordstrom Valve 
divisions of Rockwell. 


Bruce A. Irwin, vice president and 
general manager of the Hammel-Dahl 
Co., Providence, R. I., was fata.ly 
injured on June 14 as a result of an 
automobile accident. 

Mr. Irwin was 48 years old and was 
a graduate of the University of 
Michigan in 1923. 

For more than 20 years he was 
actively engaged in the design and 
development of automatic flow control 
valves in the chemical petroleum and 
process industries. 


Thomas A. Holden has become man- 
ager of the Martinsburg, W. Va. op- 
erations of the Martinsburg Gas & 
Heating Co., replacing G. Frank Stin- 
nett. Mr. Holden brings 26 years of 
gas industry experience in the Mid- 
west and New England to his new 
job. 


Norge Heat Division of Borg- 
Warner announces the appointment 
of Holmes-Kelly Distributing Co., 


Inc., 4636 West Washington -Boule- 
authorized 


vard, Chicago, as_ its 
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Heico Regulators and T-Blocks are designed to 
| give maximum value at minimum cost. Dealers 
who specify HELCO LP-Gas Products will be 
- more than satisfied with top quality . . . low cost 
. . . dependable service. 

| 


For complete information write TODAY to: 


<Heé LCO> propucTs CORPORATION 








2041 Colorado Avenue Santa Monica, Calif. 











PURE 
L-P GASES! 


FREE OF MOISTURE, 
RESIDUE, SULFUR! 


UNIFORM IN QUALITY! 


Since ‘38 the outstanding qualities of 
Panoma butane and propane have satis- 
fied wholesalers. From North Dakota to 
Georgia to New Mexico wholesalers know 
Panoma products pay off in consumer 
satisfaction. Our L-P gases come from 
OUR wells . . . are processed in OUR 
two automatically controlled plants for 
YOUR satisfaction. For PURE butane and 
propane you can depend on Panoma. 


WHOLESALE ONLY 





Fractionating area of modern Cargray Plant at 
White Deer, Texas 


For information write or telephone TODAY! 


"s* PANOMA CORPORATION “i:° 
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GRIFFITHS 
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Conversion Parts 














We can supply a wide assort- 
ment of spuds, orifices and oth- 
er parts for converting domestic 
and commercial equipment to 
any type gas. Also, a complete 
line of repair parts for all types 
of gas meters. 


Write for catalog. 


E. F. GRIFFITHS 
COMPANY 


350 E. Walnut Lane, Philadelphia 44, Pa. 


Serving the Gas Industries 
For Over 40 Years 
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CALL US 
Fast Shipments 
Quality Merchandise 


REGO L-P GAS EQUIPMENT 


Rochester Criterion Gauges 

Aeroquip Hose and Fittings 

Weco-Trol (Automatic Control) 
ICC Cylingers 








GAS EQUIPMENT 
SUPPLY CO. 


127 ELLIS ST.'N. E. ATLANTA, GA. 
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wholesale distributor in the greater 
Chicago area, northern Illinois, and 
northwest Indiana. 

C. S. Davis, Jr., vice president and 
general manager of the Norge Heat 
Division, said that the Chicago con- | 
cern will distribute the entire Norge 
heat line of domestic heating equip- 
inent. 

In line with*the new Norge divi- 
sion expansion program, keynoted re- 
cently when division headquarters 
shifted from Detroit to Chicago, sev- 
eral important personnel changes 
within the organization have been an- 
nounced. Former manager of market 
research John A. Drake, a 20-year 
Norge veteran, is now director of 
marketing; Glenn T. Thompson, a re- 
cruit from the executive offices of 
Hotpoint, Inc., has been named Norge 
manager of market analysis; Preston 


L. Kelsey, from R. L. Polk Co., is the 


new manager of product coordination; 
and William A. Korb has become 
Norge manager of orders and schedul- 
ing. 


H. Y. Shirey has been added to the 
sales staff of Perfection Stove Co.’s 
Oakland, Calif., district. He will 
travel the Northwest territory and 
have his headquarters in Portland, 
Ore. 

For the past year Mr. Shirey has 
been employed in Perfection’s Oak- 
land warehouse. Prior to that, he was 
employed by the Wynn Furniture 
Company, of Burbank, where he was 
assistant manger. 

Mr. Shirey is the son of Harlan 
Shirey, who was first manager of 
Perfection’s Oakland district, 30 years 
ago. 


General Controls, Glendale, Calif., 
manufacturers of automatic pressure, 


temperature, level and flow controls, 
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it says LOOK OUT 





@ The accepted standard odorant for 
natural or liquefied petroleum gas — 
gives sure but harmless warning. 

® Purified — Moisture-free— PROTECTS 
FIXTURES. Meets all 15 qualificutions of 
National Bureau of Standards. 


$0¢ MALLINCKRODT 
CHEMICAL WORKS 


Mallinckrodt St., St. Louis 7, Mo. 
72 Gold St., New York 8, New York 








Taurénes Protection 
to Fit Your Needs .. 
‘Oe GENERAL LABILITY 


© Installations ond Customers’ Liability \- 
© Products © Moter Vehicles © Physical Damage 


Get insurance coverage tailor-made to 
agen against loss due to all hazards 
‘or which ig X as operator, distributor or 
dealer may be liable or assume under 
contract. For free application blank cov- 
ering all questions t the re 
you want, write TODAY. No obli 
tion, of course. : 





aan P sheet: Gus 
Insurance Underwriters 


New York Life Bldg. 
Kansas City 6, Mo. 
Home: 1913 Tauromee Ave., Kansas City, Kansas 
Phone: Drexeb 3331 














No mantle discolorations 
with ADAMS Grates’ special construction. Su- 
perb finishes and performance. 

Write for details on the complete line. 


ADAMS BROS. MFG. CO., INC 


1500 NORTH AVE., W. PITTSBURGH 33, PA. 














NOW ... GET 
THIS STRAIGHT 


We are offering a 
limited quantity of 
HANDY 
LP GAS 

REFERENCE BOOKS 
for a LIMITED TIME only 
for $25.00 
Same material as contained in our 60- 


chapter Home Study training course, 
completely indexed. 






A Dependable Reference Book prepared 
by practical men for practical men. 


ORDER NOW 
While they are available. 


National L-P Gas Institute 
? 1105 S$. Main Tulsa, Okla. 
Your Safety Insurance 
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Wherever 


CONTROL } 


is vital 


GENERAL om CONTROLS 


801 Allen Avenue Glendale 1, California 
secfacla 


FACTORY BRANC altimore 5, Birmingham 
3, Boston 16, Buffalo 3, Chicago 5, Cincinnati 
2, Cleveland 15, Dallas 1; Denver 4, Detroit 8, 
Glendale 1, Houston 6, Kansas City 2, Min- 
neapolis 2, Newark 6, New York 17, Philadel- 
phia 23, Pittsburgh 22, St. Lovis 12, San 

Francisco 7, Seattle 1, Tulsa 6 

DISTRIBUTORS IN PRINCIPAL 

CITIES 





ONLY Gas Ranges with 
CENTER-SIMMER Top Burners 


that will out-perform 
electric surface units 
CENTER SIMMER BURN 


PMENT ON 24 LEADING GAS RANGES 
ME 


ARPER- “WYMAN COMPANY’ 


8562 Vincennes Avenue Chicago 20, Illinois 















announces four new appointments to 
its staff of sales engineers. 

Jack Ray, vice president in charge 
of sales reports the assignment 
of William Charles Stringfellow to 
the Dallas branch office; Hamilton G. 
Sudler to New York; Ernest F. 
Bruegel to Philadelphia, and R. Roed- 
der to Los Angeles. 

General Controls now operates direct 
23 factory branthes from coast io 
coast. 

Two new special representatives of 
General Controls were also announced 
last month by Mr. Ray. They are R. 
D. Hollingsworth, who joins’ the 
Cleveland branch to sell the firm’s 
line of refrigerator controls in the 
Cleveland, Buffalo, and Cincinnati 
areas, and J. B. Miller, who will take 
up residence in Washington, D. C., to 
contact appropriate federal agencies 
on behalf of General Controls’ aircraft 
controls, 


A. A. Englehardt, who has been in 
the sales organization of the Eclipse 
Fuel Engineering Co., of Rockford, 
Ill., for 14 years, has been appointed 
district sales representative at Chi- 
cago. 

New and more spacious quarters 
have been leased at 4209 South West- 
ern Ave. 


J. E. (Jack) Mosey has been ap- 
pointed sales representative for the 
Tappan Stove Co. in Boston and the 
immediate area, it is announced by 
A. B. Ritzenthaler, vice president in 
charge of sales. 


Remington Rand Ine., New York, 
has appointed M. George Bastianello 
as assistant sales manager of its busi- 
ness services department. He will 
work in the company’s management 
method and service operations. 
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High Capacity Burner 
. . . Happy Customers 


QUICK SALES! 
The No. 5 cCc Burner Offers 
@ Uniform cast jets 
@ Efficient gas consumption 
@ Easy Installation 
@ Easy Servicing 
@ Fast heating for large hot water urns, 
and ‘‘Side-arm’’ water heaters 
Also manufactured in smaller sizes for 
coffee urns and steam tables. 
Produced by the manufacturer of the 
famous ARGIL Infra-Red Burner. 
Write for salesmen’s catalog sheets 


Chicago Combustion Co., Inc. 
457 WEST 45TH STREET, NEW YORK 19, N.Y. 


MEXIHOT makes 


Trienls- Sales -Proftits 
Jr YOU 


























Barbecue HAMBURGER 


Thousands of installations in drug stores, tap | 
rooms, roadside stands, cafes and other places 
that serve lunches have brought big repeat busi- 
ness. Low price means quick sale. Write for 
distributorship at once. 


Copyright 1947 Department B-10 


MANUFACTURING CO. 


DICKERSO 











easy to bend—easy to join | 


COPPER WATER TUBE 


Save time and trouble in your 


LP-Gas installations! Ask your 
distributor for long coils of 
soft temper Revere Copper 
Water Tube. 


REVERE 
Copper and Brass Incorporated 


Founded by Paul Revere in 1801 
230 Park Avenue, New York 17, N. Y. 


Mills: Baltimore, Md.; Chicago, Ill.; Detroit, 
Mich.; Los Angeles and Riverside, Calif,; New 
Bedford, Mass.; Rome, N, Y, — Sales Offices 
in Principal Cities, Distributors Everywher- 
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TRUCK and 
TRANSPORT 
TANKS 


Twin or single barrel — Light 
weight—Low in cost—Full or 
semi-streamlined—ASME U69. 


Built to Your 
Specification and Size 


BAGWELL - GENERAL 
STEEL CO., INC. 


Box 391 * Sapulpa, Okla. 















THE 1950 LINE 


Heatbath 


CONVERSION BURNERS 





LPD-30 for Propane Gas © 30,000 B.T.U.'s 
A burner for straight Butane or Propane 
gases for kitchen heating. Capacity -up to 
36,000 B.T.U.'s per hour. 
Designed for coal, combination and bunga- 
low ranges. Quickly installed and guaranteed 
fool-proof, 
Few territories open. Write for 
descriptive literature and prices. 


HEATBATH APPLIANCES, INC. 
P. O. Box 78 Springfield 1, Mass. 








TUBING 


ittings, Connector 
ing installation 


5, Valves 
F 
All types Brass “ 
Copper and Aluminum Tu > an Bs 
to \s and Materials for Gas 
° 


Appl »5 of All Types and Makes. 
p rances 
PRICED TO SAVE YOU 


REAL MONEY! 


> (EGGITT! - 


Write for 
a lologs aad prices 


s. H. LEGGITT CO. 


MARSHALL + MICHIGAN 





Petroleum Products Transport 
Trucks Lose Metallic Tails 


Along with the linen duster and 
the hand crank, the drag chain— 
which for 40 years has dangled along 
behind trucks in the name of dispers- 
ing static electricity has finally been 
relegated to the pile of obsolete au- 
tomotive equipment. 

The National Fire Protection Assn. 
deleted all mention of the chains in 
national fire codes this year, after a 
fight against provision in local codes 
and ordinances requiring the chain 
had been carried on since 1940, with 
the oil industry as chief protagon- 
ist. Included in the American Petro- 
leum Institute’s fight for removal of 
the drag chain as a “must” piece of 
safety equipment was extensive re- 
search into the efficiency of the 
chain by California Institute of Tech- 
nology. Cal Tech engineers, in 600 
tests using an electronic ammeter 
that figures in billionths of an am- 
pere, reported that the drag chain 
is of negligible value in dispersing 
static charges on the body of a tank 
truck when the pavement is dry. 

A much better method is the use 
of a bonding cable between the truck 
and the pipe into which it discharges 
or from which it is filled. The oil in- 
dustry has long maintained that the 
bonding cable is the only effective 
means of eliminating danger from 
static electricity acumulation, and 
the NFPA ruling—after a 10-year 
running discussion—now agrees. The 
bonding cable is not necessary when 
a truck is unloading into an under- 
ground storage tank because the con- 
tact between the nozzle and the fill 
opening serves the purpose. 

It is expected that elimination of 
drag chain requirements from local 
codes and ordinances will take some 
time, since almost all fire protection 
regulations require the chain. 


BUTANE-PROPANE News 





